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Takes more abuse. Resists up to six 


times more impact than metal screen- : 


- cloth of equal gauge without denting or 


bulging, Filament has tensile strength 
of 50,000 pounds per square inch. 


Blends with the home. Tinted to har- 
monize subtly with interior and exter- 
ior color scheme. Fits so delightfully 


- into the room décor, screens virtually 


disappear through color blending. 


Defies the elements. Velon screening 
never corrodes or rusts. Unaffected by 
sun, rain, snow or salt spray. No ugly 
“screen bleed” stains, down the house. 


Place orders now. Velon screening is 


ready in standard widths and gauges. | 
Write Firestone, Akron, for samples 4 
© and free full-color Velon booklet. 
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Aighlights OF THE ISSUE 


By becoming a specialist in kitchen modernization, one of the 
most profitable merchandising fields is opened up to the lumber 
and building material dealer. As shown in the article on page 37, 
by learning a few rules of good kitchen layout and stocking fast- 
selling kitchen appliances, the dealer is ready to offer his customers 
complete packages of kitchen modernization. Included are before 
and after pictures and floor plans showing the simple steps in- 
volved in creating a modern kitchen . . . Lumber dealers in Kansas 
City and their employees are having the opportunity to learn the 
most up-to-date merchandising practices through a new training 
program. Read on page 40 how dealers there organized classes, 
called in experts in each field, and see how other enterpris- 
ing dealers can follow the lead . . . Blanket and batt insulations 
can be installed either in new or existing homes. For ways of using 
and methods of installation see page 42 for the latest article in the 
“Know the Products You Sell” series .. . Born during the depres- 
sion, when a man was considered crazy to start a venture, one Wis- 
consin yard has been a success because of good salesmanship and 
selling specialty items; see page 46... If applied correctly and on 
a properly treated surface, almost any paint will do a good job. 
The reasons for most paint failures, and the ways in which they 
can be avoided, are given in the article on page 48 . . . An educa- 
tional program designed to help establish short courses for lumber 
dealers throughout the country is being developed by the National 
Retail Lumber Dealers association. The three-point program which 
includes material for dealers to use in on-the-job training of vet- 
erans is discussed on page 50. 
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hey’re paying 
j a Dime Apiece 
to Become 


YOUR 


"Basile upon thousands of prospective home tomers ‘ 


builders—responding to Ponderosa Pine consumer advertising 

—have mailed in 10 cents apiece for their copies of ““Today’s Idea 
House”—Ponderosa Pine 32-page idea book. Hundreds of dimes continue 
to pour in every month, as interest in this booklet builds up to still greater heights. 7 













These dime-payers are YOUR prospective customers—people who 
will come to you for Ponderosa Pine doors, frames and windows. They 











are the better-spending customers who want the better type of homes. A 

The moral is easy—use ““Today’s Idea House” yourself to tie in with Ponderosa ! 
Pine national promotional effort. Send copies of this profit-making 4 

booklet to your own customers—and watch the results. A free sample copy : 

of ““Today’s Idea House” is yours for the asking—mail the coupon for it now— ¥ 
then order additional copies for your customer and prospect list! : 


The coupon will bring you a free sample 
copy of “Today's Idea House.’ You'll 
want to order copies in quantities 
for your mailing list. 


ee See The Best «2 Yours with... 


PonpEROsA Pine Woopwork 
Dept. OAL-8, 111 W. Washington St., Chicago 2, Illinois. 


Please send me a free copy of ““Today’s Idea House.” 


HIROTA UNrER NEN at (227 eis Fave 
RE es Oe Pe ee See ea ee nay ie ; ; W re) re) D W re) R 4 5 


City. - -- 
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FLASHES kk kk 


PREFAB PROGRAM IS A FIZZLE so far, at least from production 
standpoint. Only 12,000 turned out in first six months of 1946. 
Wyatt counted on 250,000 prefab houses this year. 

PRODUCERS MAY RECOVER PRODUCTION COSTS on 90 per- 
cent of softwood logs and lumber output (instead of 75 percent) 
under revised OPA bill signed by President Truman. 

CANADIAN CO-OPS WILL BE TAXED like any other business 
However, bonafide new co-ops will be tax free for 

















from now on. 
three years. 


NONRESIDENTIAL BUILDING ORDER EXTENDED until mid-Sep- 


tember. Intended to expire July 15, the order cutting commercial 
building by two-thirds was extended by Civilian Production Ad- 
ministrator Small to allow more materials to reach the home build- 
ing market. 


SENATE-APPROVED W-E-T BILL IS DEAD for remainder of this 


session, congressional leaders told President Truman. Only chance 
bill will be revived is by special House session this fall. Wyatt 
charged “shameful lobbying” by real estate interests and ‘‘parlia- 
mentary filibustering’’ for blocking vote at this session. 


HOME OWNING IS SHOWING TREMENDOUS INCREASE. Bureau 


of the Census reports five million more Americans own homes today 
than in 1940. Owner-occupied dwellings estimated to total 20 mil- 
lion or 53 percent of all occupied houses. Six years ago the num- 
ber of resident home owners was only 15 millions or 44 percent of 
the total number of dwellings. 


576,721 HOUSES AND APARTMENTS AUTHORIZED for priorities 


assistance since HH preference ratings began—Jan. 15 through June 
28 — the National Housing Agency announced. Total of 466,685 
units built for sale and 160,087 were built to rent. Approximately 
35 percent of the sale units are tagged for $6,500 or less; 38 percent 
of the rental units are $50 monthly or under. 


BUILDING PERMIT VALUES HIGHEST for first six months of 1946 


than for any comparable period since 1929. Dun & Bradstreet re- 
ported six months’ figure in 215 cities at $1,487,230,111. 


CPA DENIED CONSTRUCTION PERMITS for commercial and in- 


lustrial building amounting to almost one billion dollars between 

Viarch 26 and July 4. Breakdown: 36,228 applications for commer- 
al and industrial construction valued at $1,502,084,000 approved; 
3,453 applications valued at $833,338,000 denied. 


ENOUGH NAILS FOR 30,000 SIX-ROOM HOUSES are now avail- 
ole from Army and Navy surplus. Some nails will be used for 
mpleting temporary housing for veterans, the rest for private 
iilders participating in veterans’ emergency housing program. 


ACCESS ROADS ALLOCATION BOOSTED $8,500,000. Of 15 mil- 
on dollar appropriation set aside for building roads to out-of-the- 
“y government timber lands, $10,500,000 has been definitely allo- 
‘ted to certain sections of the country. 


ONLY EIGHT PERCENT OF HOMES COMPLETED of those started 


ider the veterans’ emergency housing program, a survey by the 
‘tional Association of Home Builders in 23 states discloses. The 
‘sociation blames government's ‘‘failure to assure flow of building 
tierials.”’ 
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OPA REVIVED 


New price regulations will 
include building materials 


OPA is back. 

President Truman signed a weak- 
ened price control bill “with reluc- 
tance” after approval by the House 
(210-142) and the Senate (53-26). 

OPA controls, as before, will in- 
clude lumber. Many of the 125 new 
pricing orders soon to be announced 
will provide increases over June 
30th ceilings on lumber, cement 
and other building materials. 

Return to former ceilings will be 
temporary in most cases. The bill 
allows OPA 30 to 60 days to apply 
new maximum prices. 

Only 90 percent of softwood lum- 
ber production is allowed to break 
even on production costs and stump- 
age must be figured at book, not 
market value. 

The McClellan amendment pro- 
vided a 90 percent break-even point 
for all lumber; stumpage would be 
figured at the current market price. 
But all hardwoods were lifted 
from the 90 percent clause and the 
stumpage requirements eliminated. 


SKELETONS 


Housing program bogged down 
for lack of vital materials 


IT was the same story around the 
country. Plenty of houses started, 
few completed. The reason: mate- 
rials shortages. 

Survey of members of the Chi- 
cago Metropolitan Home Builders 
association showed not one of the 
9,788 houses started this year has 
been completed. Homes now halted 
for lack of materials number 7,500. 


CHICAGO'S RECORD 

Nevertheless, the Bell Savings & 
Loan association’s report shows 
home building in the Chicago area 
for the first six months of 1946 
ahead of 1945, the previous high 
year, by $4,880,028. Permits is- 
sued for home and apartment 
building for the first six months of 
this year are for construction val- 
ued at $65,417,558. Total value of 
all units in 1945 was $60,537,490. 


SEATTLE SITUATION 
In Seattle, at least one-third of 
the 2,322 homes in various stages 
of construction are entirely at a 
standstill because of materials or 


7 









































NEWS ad TRENDS 





the Chamber of 


labor shortages, 
Commerce found. 

Reported causes for delay: short- 
age of lumber and millwork, 48 
percent; lack of hardwood flooring 
and trim, 39 percent; shortage of 


plumbing fixtures, 33 percent; 
shortage of sheet rock and lath, 33 
percent. Other shortages include 
plaster, plasterboard, drain tile, 
brick, electrical equipment and cast 
iron pipe. 





A-Y mill. 


service in 


Quality in the Tree 


This is a sample of the fine quality Pon- 
derosa Pine timber behind the modern 
While we can't invite orders at 
present, we’re looking forward in due 
course to resumption of our dependable 


Industrial Items, Factory Lumber, 
Mouldings, Yard and Shed Stock 


Alexander-Yawkey 
Lumber Company 


Prineville, Oregon 


Members Western Pine Ass~.-Ponderosa Pine Woodwork 


LABOR 


Chicago yardmen granted 
15-cent-an-hour _increase 
INCREASES of 15 cents an hour 
for all classifications except com- 
mon laborers are provided in a re- 
cent contract negotiated between 
the Hod Carriers, Lumber and Ma- 
terial Handlers, Local 260, and the 
Lumber Trades association cover- 
ing organized yards in Chicago and 
Cook county. Common laborers 
were granted a 14-cent raise. 

New hourly rates are: foremen 
$1.15; tallymen and graders $1.10; 
apprentice tallymen $1.00; tally- 
men’s helpers 90 cents; common 
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laborers 90 cents; common laborers 
employed for less than thre 
months, 80 cents. 

A contract signed earlier cover. 
ing planing mill workers, alg 
granted a 15-cent increase. The 
new scale for planing mill workers 
in the Chicago area is: class one 
$1.221%4 cents per hour; class two, 
$1.12% cents. 


DRIVERS NEGOTIATING 











Truck drivers in the Chicago. 





Cook county area and the associ. 
ation are negotiating a new con. 
tract. Union demands are: $1.25 an 
hour; 48-hour guaranteed work 
week; six holidays with pay; six 

















days annual sick leave; three weeks 


paid vacation; time and one-half 
after eight-hour day and 40-how 
week. Current scale is $1.04 af 
hour. Truck drivers are receiving 
time and one-half after eight and 
one-half hour day and 48-hour 
week; one week’s vacation for on™ 
year’s employment, two weeks for 
five years. ? 
























Latest figures compiled by the : 


labor branch of the National Hous 
ing agency indicates there is not 
a single strike of major signif. 
cance in home building materials. f 
About 16,000 employees are in- 
volved in work stoppages embracing & 
building materials. Over one mil: 
lion workers are currently em) 
ployed on-site and off-site in thehy 
home building industry. ’ 


CONSTRUCTION IMPROVING 


Permits reflect greatest 
dollar pickup since '2) 


DESPITE a decline in dollar val- 
uation of construction permits for 
the third consecutive month, build: 
ing permit values for the first six 
months of 1946 are the highest for 
any similar period since 1929 in 
215 cities, Dun & Bradstreet re 
ported. The six months’ figure was 
$1,487,230,111. 

Dollar valuation in permits is 
sued in June totaled $192,785,440 
the smallest since last Novembel, 
but an increase of 131.6 percell 
over June, 1945. Largest regiond 
gains over a year ago were: Net 
England, 371.7 percent; West Cet: 
tral states, 193.3; South Atlantit 
states, 174.9; Mountain _ siates 
165.8 and Pacific, 163.7. 


PREFABERS SLOW 


Production is far belov 

Wyatt's original quot 

WHAT is slowing the manufat 
ture of prefabs? 

The industry, which was & 

pected to turn out 250,000 nev 
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Get in on first 
deliveries by 
ordering ahead 




































You as a lumberman, are vitally in- 
terested in the part your yard will 
play in helping to build new homes 
and to provide the lumber service 
various industries will need for 
reconversion. 


To do this, you must equip your yard 
with the latest and finest machinery. 
Any lumber dealer fortunate enough 
to get and use DeWalt saws during 
the war will tell you, ‘DeWalt is the 

; first machine 
you should buy 
and put to work 
now.” DeWalt is 
flexible — does 
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EWA LT SAWS are back again! 


hae 
































many operations accurately, swiftly, 
safely. DeWalt is easy to operate— 
any yardman can handle it. DeWalt 
can be set up quickly for many 
different operations to provide fast, 
accurate, custom-cutting service. 


DeWalt actually makes possible 
new ways of making money in your 
business. That's why you should get 
yourself a copy of the DEWALT 
IDEA BOOK, which gives practical 
ideas on how to put action and show- 
manship into the lumber business. 
Thousands of dealers already have 
profited from this book. You can, too. 
Send for your free copy now. 


DEWALT PRODUCTS CORPORATION 


158 Fountain Avenue : 


Lancaster, Penna. 
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Western Wholesalers 
Still Unable to 
Invite New Customers 


Your Western Wholesalers have 
been hoping month by month that 
demand would begin to level off 
to where they could again begin 
to serve all comers — promptly, 
efficiently as in years past. 


But with utmost diligence, they've 
been unable to gain appreciably 
on existing order files. Demand 
continues at an unprecedented 
pace. 


Depend on it — your Western 
Wholesalers are exercising every 
contact to increase the flow of 
lumber to their customers. They're 
keeping an eye on operating de- 
velopments—and will again wel- 
come the opportunity to perform 
for you as soon as supply condi- 
tions will permit. 





(Sawmill: 


CARL SODERBERG 


ewe Products 
orp., Prine- 
LUMBER COMPANY ‘i,’ 6-25 
Manufacturers and Wholesalers Wakinnties 





Morrill & Sturgeon 
Lumber Co. ™ an ose 
Yeon Bldg., Portland, Ore. 





WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE 









564 Market St., ten Feansioes 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
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homes this year, will not provide 
100,000 at the current production 
rate — 12,000 for the first six 
months of 1946. 

Expediter Wyatt blames tooling- 
up problems (including insufficient 
capital), shortage of plywood and 
other materials for the lag. Some 
manufacturers want not only guar- 
anteed markets but direct financial 
help, which the expediter says he 
cannot provide on his own au- 
thority. 

Eight of 150 prefab manufac- 
turers have so far applied for the 
guaranteed market agreements un- 
der which the government agrees 
to buy, at 90 percent of the market 
price, any prefabs for which the 
manufacturer cannot find private 
buyers. 


HARDWOOD FLOORING 


Sawmill operators, builders 
are under new restrictions 
SAWMILL operators henceforth 
must cut a larger portion of all 
hardwood logs into hardwood floor- 
ing the Civilian Production admin- 
istration ruled in a revision of Di- 
rection one to Priorities Regula- 
tion 33. 

At the same time CPA prohibited 
the use of one and two-inch beech, 
birch, oak, hard maple and pecan 
lumber in certain construction pur- 
poses in order to increase produc- 
tion of hardwood flooring an esti- 
mated 38 percent for the balance 
of the year. 


USE PROHIBITED 

The order governing hardwood 
flooring, known as Veterans’ Hous- 
ing Program Order two, prohibits 
a builder from (1) using beech, 
birch, hard maple, oak or pecan 
boards or dimension lumber for 
framing, wall or roof sheathing, 
boxing or sub-flooring in any house 
or other structure and (2) pro- 
hibits a sawmill operator, lumber 
supplier or distributor from deliver- 
ing the above items in the form of 
boards or dimension stock to a 
builder. 

Priorities Regulation 33 apply- 
ing to sawmill] operators was 
amended because some operators 
misinterpreted the regulation and 
were neglecting the production of 
flooring and were cutting logs for 
other construction uses, CPA said. 

The amended direction defines 
hardwood flooring lumber as Grades 
2 and 3a common, rough, of oak, 
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hard maple, beech and birch in 5/8, 
4/4 and 5/4 inch thicknesses and 
Grades 2 and 3 common, rough, in 
pecan of 5/8, 4/4 and 5/4 inch 
thicknesses. 


SHINGLE DISTRIBUTION 


Analysis shows war ouput 
was distributed equitably 


STATE-BY-STATE analysis ‘of 
the distribution of red cedar s1in- 
gles for the period 1937-1941 and 
during the war years 1942-!945 
has revealed a distribution patiern 
remarkably similar for both pe- 
riods. 

Figures compiled and analyzed 
by the Red Cedar Shingle bureau 
show an average of 26,595 carloads 
produced annually during the 1{37- 
1941 period while 17,278 cars were 


shipped out during the 1942-1945 


span. 
The study shows that midwest 


and southern states received ship- 


ments during the war proportion- 


ately equal or slightly greater than § 


those of the prewar period. LEast- 
ern and Rocky mountain states 
received a slightly lower percentage 
of the available supply. 

Although shingle production suf- 
fered a 50 percent cut during the 
war years, the current pickup in 
production is expected to extend 
through 1947. 


STRIPPED HOUSES 


Seattle concern hits on 
method to beat shortages 


PLAGUED by materials short- 
ages, one Seattle concern is delib- 
erately building incomplete houses 
for veterans and allowing the ex- 
GI to finish them. 

The firm of Carroll, Hilman & 
Hedlund, Inc., has 160 houses un- 
derway and expects to have roofs 
on a total of 600 by Christmas. 
Fifty percent of these will be 
“stripped” homes, which wil! be 
offered to vets at prices from 
$3,950 to $4,500. The rest wil be 
completed and sold for $6,950. 

Realizing that bottlenecks like 
plumbing and lighting fixtures will 
prevent him from finishing the 
house, the contractor builds up to 
the point of these material short- 
ages, then sells the shell of the 
house to the veteran. 


VETERAN OWN EXPEDITER 
With a discharge button in his 
lapel, the veteran can be his own 
expediter better than anyone else. 
After securing what materials he 
needs, he can do his own work o 
have it done. The incompleted 
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KINZU 


is Clearing 


the Hurdles 
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One at’a time, "Kay we ha am surmount- 
ing the obstaclés: iny des! : foWard perma- 


nent, continuous operatign. 


Sixteen years ago when Kinzua first began 
to think in terms of permanence, it was 
recognized immediately that a_ greater 
timber reserve would have to be built up. 
In the intervening years that problem has 
been largely solved. Many new tracts of 
timber have been acquired and all of Kin- 
zua’s vast acreage of timberlands has been 
carefully surveyed, photographed from the 
air and analyzed, maps made and tenta- 
tive long term selective cutting schedules 
set up. 


Accurate records of growth findings in test 
or control plots are being kept, with a 
view to adjusting percentage of cyclical 
harvest as may prove necessary in order to 
balance forest drain with reproduction. 


All of the above is under the expert direc- 
tion of a graduate forester. Kinzua’s ap- 
proach to its goal of permanence of oper- 
ation is along thoroughly scientific lines. 
The ultimate objective is to provide Kin- 
zua customers with a continuous supply 
of famous “Quality Guaranteed” Kinzua 
Ponderosa Pine. 


































THESE ARE 
Three Points 


OF IMPORTANCE IN 
CHOOSING A ROOF 
COATING & ROOFING 
ADHESIVE LINE... 


Is the quality there to 
1 bring repeat orders? 









? Are the price and profit 
angles satisfactory? 


3 How is the manufacturer 
going to serve your in- 
terests? 


ABESTO COLD ROOFING 
ADHESIVES HAVE THE 
RIGHT ANSWER! 


Write for our free specification sheets, 
explanatory literature and plan for 
dealer aid. 








ABESTO MFG. CORP. 


Department 14 C 


Michigan City, Ind. 
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houses are sold on a 30-day trial 
basis. 

The veteran moves in after a 
down payment. If, at the end of 
30 days, the veteran feels he can- 
not complete the house on his own, 
his money is refunded or will be 
used as a down payment on a com- 
pleted house. 

In Toledo, Ohio, a group of 15 
veterans formed a non-profit or- 
ganization to build their own 
homes. Total cost of the fifteen 
six-room dwellings will be $150,000. 
Arrangements were made with a 
savings and loan association to 
finance the new homes under the 
GI Bill of Rights. 

The homes are designed on a 
single basic plan. Each founda- 
tion will be of uniform size, 26 by 
24 feet and each lot will be approx- 
imately 60 by 105 feet. 


BUYERS’ STRIKES 


Union leaders threaten new 
pressure to control prices 


NATION-WIDE buyers’ strikes 
are threatened by union leaders if 
consumer prices continue to soar 
while wages remain stable. 

John M. Christenson, president 
of the Northwestern Council of 


, trips are being planned. 





Lumber & Sawmill 
(AFL), said: 

“We should explore the possibili- 
ties of economic pressure by or- 
ganizing the consumers and house- 
wives in every community for such 
demonstrations as buyers’ strikes.” 

Christenson advocated buyers’ 
strikes if price controls are no! re- 
stored or if wages do not kee) up 
with living costs. 

Walter P. Reuther, presiden: of 
the CIO United Auto Workers, an- 
nounced the organization of central 
consumers’ committees in every 
city for the purpose of instituting 
buyers’ strikes ‘‘to combat  infla- 
tion.” 


CONVENTION SPECIAL 


Texans charter train for 
NRLDA session in Seattle 
TEXAS lumbermen are traveling 
to the National Retail Lumber 
Dealers’ association convention | 
next October in Seattle in style. 
One hundred reservations have 
been made already for the special 
train comprising a diner, club car, 
baggage car and six or eight all- 
room sleepers. The special train 
will honor S. Lamar Forrest, Lub- 
bock, who is finishing his second 
year as president of the national 
association. 
A stopover is planned at Long- 
bell, the world’s largest lumber mill 
in Longview, Wash. Other side 


Workers 


a 











“I know broads are easier to find nowadays, but I distinctly 
said a 5’8” board.” 








— 
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‘he’s one of your best customers 


Fame! 





ATTLE represent prosperity. When farm business most popular with the greatest number of farmers. 
C is good—your business is good. This relation- The products shown here are just a few of those in the 

ship between agriculture and general business is a profitable U-S-S American line. 
} well-proved fact. Farmers and farm families pur- The demand for American Fence and Wire Prod- 
; chase approximately 40 per cent of the consumer ucts is still greater than the supply, although we are 
products sold in this country. They buy everything producing as fast as we can under present conditions. 





from nails and fence to heavy machinery. Every 
farm is in reality a small factory and the farmer is 
a much better customer for these steel and wire 
products than the city dweller. 

The merchant who really develops the farm trade 
has a solid foundation for good business. And if you 
sell U-S-S American Products, you have the line 


AMERICAN STEEL & WIRE COMPANY 


Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 


San Francisco 


TENNESSEE COAL IRON & RAILROAD COMPANY, 


Birmingham 


United States Steel Export Company, New York 


STEEL 


UNITED STATES 





and WIRE PRODUCTS 





Distribution is being made as rapidly and equitably 
as possible, and it is our hope that we can soon supply 
you with all the fence and wire products you need. 

Write for our latest up-to-date dealer’s catalog so 
that you will have complete information on the 
popular, fast-selling line of U-S-S American Fence 
and Wire Products. 


U-S-S AMERICAN 
WELDED STEEL FABRIC 


A profitable new line popular with farmers 























ERMAN 


U-S-S AMERICAN STEEL POSTS 


Farmers know how these posts save time and 
labor. They can be driven in solid as a rock 
without digging post holes. Standard “T” and 
# posts are furnished with easy fastening 
Clamps, 






















for turkey raising, fur farming, poultry 

floors, pens, feeding fence and many other 

purposes. It comes in several sizes and 

gauges of galvanized wire expertly welded 
- for strength and long life. 












U-S-‘S AMERICAN BARBED WIRE 


Six styles five Pa customers a wide range 
of weights in 2 and 4 point barbed wire. 
Neatly wound in 80 rod spools with barbs 
well formed, sharp and accurately spaced. 
Every wire is full gauge and every roll 
full length. 
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$ 33 (slightly higher 

—— west of the Rockies) 
McKinney's forged iron cabinet hardware is in great 
demand ... for use in living rooms, kitchens, dens, 
game rooms—and for cabinets in any room of the house. 


The Kit comprises five single items—2 knobs, 2 latches, 
a drawer pull, and one pair each of the following 
hinges: H, H.L., full surface, and two sizes of strap 
hinges. In the Kit are one dozen only of each of the 
single items and one dozen pair of each of the hinges 
plus the hardware mounted on the board. All hardware 
is rust-resisting, dull black finish . . . packed complete 
with screws in individual envelopes. 


This attractive display board, (21"’ x 11’), finished 
with natural wood grain, shows the hardware to 
advantage .. . timely, fast-selling hardware that makes 
an immediate “hit’’ with home owners and builders. 


Most jobbers have the Kit and all items in stock 
for immediate delivery. If your jobber cannot 
supply you, sign and mail the coupon. 


McKinney Manufacturing Co. 

1400 Metropolitan Street, Pittsburgh 12, Pa. 

Please send me the McKinney Forged Iron Cabinet Hard- 
ware Display Kit #68 @ $47.33, F.O.B. Pittsburgh. 
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Congratulations, Art Hood 


| 








From among the hundreds of letters of congratula- 
tion received by both Mr. Hood and the AMERICAN 
LUMBERMAN, we have been able to choose ex- 
cerpts from only a few to print because of Space. 
In expressing their congratulations they represent 
the sentiments of the industry as a whole on Mr. 
Hood’s joining AMERICAN LUMBERMAN as vice 
president and editor this month. Letters have come 
in from a variety of organizations and associations 
outside the industry, manufacturers and other pub- 
lications, as well as from dealers and dealer associa- 
tions.—The Editors. 


To Mr. Hood: ... I hasten to extend my congratula- 
tions and, if you are as good an Editor as I know you 
to be a Director of Dealer Relations, you will make 
the AMERICAN LUMBERMAN hum a real tune that will 
both please and benefit all lumbermen. I regret that 
I did not meet you earlier in my life. 1 have made a 
lot of money—a lot for me—by listening to you and 
I didn’t have to pay you a thin dime. It was free 
to me and free to all of the others who cared to listen 
and follow your suggestions. And in your new posi- 
tion you should be able to reach more men, more coun- 
try dealers like me who need that which you have 
to offer....—JAMES L. BROWN, J. L. Brown Lum- 
beer company, Maysville, Mo. 


To Mr. Hood: .. . I congratulate both you and the 
publication. You are certainly well qualified to make 
this magazine a national influence—WHARTON 
CLAY, National Mineral Wool association, New York. 


To Mr. Hood: ...1am sure that in your new capac- 
ity you will preach the gospel of package selling, the 
net difference being that you will now make your 
teachings nation wide... .—G. W. LA POINTE, JR., 
O & N Lumber company, Menomonie, Wis. 


To Mr. Hood: ... Art, I can truthfully say, that I 
owe everything to my success in the building indus- 
try field to the training I received through your en- 
deavors at the three Housing Guild schools I attended. 
I had hoped that when this humdrum called the build- 
ing industry gets back to normal, there would be an- 
other Guild school to attend and help other fellows 
get on the road to success with good coaching and 
assistance from fellows like yourself. . . . —-NEIL 
LAHTI, The Grand company, Virginia, Minn. 


To Mr. Hood: As per my usual custom, I picked 
up my AMERICAN LUMBERMAN last night and thum!ed 
the pages until I turned to 36. Your picture there 
naturally brought me to full attention. Needless to 
say after reading this latest report on you I am \ ery 
happy. Not alone because you being now in Chicago 
it gives us the feling that you are “back home,” but 
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@ ‘PERFECTLY SATISFIED!” That will be 
the comment of customers to whom you sell 
Pennvernon Window Glass. Pennvernon’s 
unusual clarity and brilliant finish are marks 
of a quality product, excellently suited for 
use wherever good sheet glass is needed. 

Sell Pennvernon . . . the window glass that 


has made a name for itself! 
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Whether They Make Fog | 






‘or It Comes Naturally... 


Sh them 


WOLMANIZED LUMBER* 










































Right in your own home town, there are 
industrial plants having artificially hu- 
midified buildings or employing wet 
processes that create steam and vapor. 
For repairs to these buildings where 
decay has taken its toll, or in new con- 
struction . . . longest life is assured with 
Wolmanized Lumber. Sell your cus- 
tomers the fact that Wolmanized Lumber, 
the lumber pressure-treated with Wolman 
Salts* preservative, gives many more 
years of service. 


Plan to maintain a well-balanced stock 
of this ‘“lumber-with-a-plus”’, in most- 
used boards and dimension so you can 


fill your customers’ hurry-up orders for 
Wolmanized Lumber quickly. 


CREOSOTING 





*Registered 
trademarks 










FLAMEPROOFING 


WOLMANIZING 


1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 














LETTERS 


principally because of the step up and ahead it gives 
you. I can see no limit to your accomplishments in 
this BROAD NEW FIELD... .—F. T. PHILLIPS, 
Thompson Lumber company, Minneapolis. 


To Mr. Hood: ...I1 do hope that you will be most 
happy in your new job and that it will provide the 
widest range for your great talents. Certainly, your 
extensive acquaintances and long experience will be a 
tremendous, asset to the AMERICAN LUMBERMAN. ... 
—FOSTER GUNNISON, Gunnison Homes, New AlI- 
bany, Ind. 


To Mr. Hood: It was indeed pleasing news to hear 
of your appointment as vice president and editor, 
AMERICAN LUMBERMAN. My sincere congratulations 
to you—and to this fine wide-awake publication. 

I feel no hesitation in saying, Art, that your new 
connection will prove equally advantageous to you and 
your associates. ... H. VAUGHAN BLACK, Dyke 
Associates Inc., Little Rock, Ark. 


To Mr. Hood: I was, indeed, very happily sur- 
prised to have the release from the AMERICAN LUM- 
BERMAN in which they stated that you were joining 
this organization as vice president and editor on Au- 
gust Ist. . . . I believe that you have made a good 
move. ...I know we, as retailers, will be able to get 
a great deal more of your fine vision for the future 
through your connection with the AMERICAN LUM- 
BERMAN. I am writing them a letter today comment- 
ing on their fine selection. .. . —HY. GUHLEMAN, 
Scruggs-Guhleman Lumber company, Jefferson City, 
Mo. 


To Mr. Hood: Just a line to congratulate you on 
your joining of the AMERICAN LUMBERMAN staff. I 
have been hearing rumblings but I had nothing defi- 
nite until this past week. It seems to me that you 
are just made to order for this job and I want to 
assure you that you shall have every possible co- 
operation from me in your new connection. 

I might take time to tell you that the dealers of 
the nation have a very warm place in their heart for 
you, Art. Your loyalty over the past to their cause 
has certainly not escaped their attention. I think 
the AMERICAN LUMBERMAN is to be very highly con- 
gratulated on bringing you into their organization. — 
S. LAMAR FORREST, Forrest Lumber compaiiy, 
Lubock, Tex. 


To Mr. Hood: . . . May I take this opportunity of 
expressing my most hearty congratulations and my 
enthusiasms for the possibilities which this new post 
will hold for you and for the industry. 

As vice president and editor of a national indusiry 
magazine which has the background and acceptance 
of the entire industry, as does the AMERICAN LUM- 
BERMAN you will have the opportunity of doing, with- 
out question, many things which you could not do in 
your old position with Johns-Manville. Best of luck 
in this new position which will give all of us a chance 
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The Crane shed end of our 20 car covered loading dock. 


Hello Everybody! This is Ed Andren in charge of shipping at the 
Medford Corporation speaking to you from MEDCO’S 20 car capacity 
under-roof shipping dock. 

Let’s move over closer to the loading crew and find out just how these 
boys load a ear. 

First of all, the car that this three man crew is loading was swept clean 
and inspected by the railroad before being spotted for loading. Stickers 
are placed in the car for protection from the floor and in such a manner 
as to tend to keep the load from shifting. 

All lumber is loaded into the car from one side only. When stock is 
more easily unloaded from a certain side, a car card is placed on the 
outside of the door to show from which side the car should be un- 
loaded. Each item is loaded in separately, as a unit, as far as possible, 
and the whole tightly fitted in the car to ride well and prevent damage 
In transit, 

However, we strive constantly to load our cars in such a way that no 
damage in transit will occur. 

Our grader-tally men are trained for accuracy and efficiency to conform 
with our Company policy of maintaining high standards of workman- 
ship. Their work is regularly checked and inspected by Western Pine 
Association and West Coast Bureau of Lumber Grades Inspectors. 
Although the lumber is carefully graded by competent men at the 
Green chain, Dry kiln dry chain, and Planer Chain, as it is loaded into 
the cars, it is carefully tallied and again regraded and trade and grade 
marked to insure compliance with standard grading rules. A carbon 
copy of the original tally of the stock loaded is placed in the car. If 
stock is of high quality and milled and needs extra protection from 
cinders. dirt, ete., it is covered with heavy paper or the doors are 
seale] or both, depending upon the distance to destination. 

And now—about the next broadcast—on August 31. Our Chief Engi- 
neer. Hans Holt, will be at the microphone next with a description of 


> Power requirements necessary “to turn the wheels” of this large 
Plani 
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OS a naan 


Looking down the long MEDCO shipping dock that extends through 
the Crane shed shown in picture above. 





Car loading at MEDCO showing grader-tally man carefully check- 
ing each piece into the car. 
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to work more closely with you than ever before— 
W. C. BELL, Western Retail Lumbermens association, 
Seattle. 





WHOLESALE DISTRIBUTOR 


To Mr. Hood: . . . I know of no one in the entire 
country who comes even close to having your knowl- 
edge of lumber problems, not one whom the indus. 
try loves and respects more. 

My congratulations to the AMERICAN LUMBERMAN, 
and my very best wishes to you.—DON A. CAMP. 


BELL, Kentucky Retail Lumber Dealers association, N 
Lebanon. O F 


' the re 
To Mr. Hood: ...I1 can’t think of anything more [ mode 


appropriate, and a better move to everyone concerned, | Thi 
I’ve always felt that you belonged in the publications f legiti: 
field. deale! 

You know that you have nothing but the best wishes exten 
and the wholehearted support of every lumberman in study 
Texas.—_GENE EBERSOLE, Lumbermen’s Associa- its de 
tion of Texas, Houston. deale: 


undis 


, ‘ » mode 
To Mr. Hood: I have just received good news and *. 


want to congratulate you and particularly the Amgr- ff the < 
ICAN LUMBERMAN on your appointment. Herb Vance prise 
has done an amazing job of rejuvenation, but this Ff what 
latest achievement tops them all! — FINDLEY M. f) jntoy 
TORRENCE, Ohio Association of Retail Lumber | achie 
Dealers. B parec 


in fir 


West Coast Lumber 
and 


Lumber Products 





SPECIALIZING IN 


PONDEROSA PINE 


To Mr. Hood: ...I wish to express for our organ- 
ization best wishes for the greatest success in your ff 
new post.—J. WALKER CARTY, The Frederick Brick § TI 
Works Inc., Frederick, Md. 5 offer 
@ servi 
Teco Rafter Design © from 
To the Editors: Please send us the address of the § throt 
Timber Engineering company—we want to send for § need 
a copy of their rafter designs as described in your and 
July 20 issue—E. M. MEAD, Morgan Lumber con- mate 
pany, Fort Morgan, Colo. one | 
The address is Timber Engineering company, 1319 a CO) 
Eighteenth street N. W., Washington 6, D. C. keep 
arou 
DDT Snap-On Shade » hims 
To the Editors: In the What’s New? section of the spec 
July 6 issue of AMERICAN LUMBERMAN you make men- ff 
tion of the DDT Snap-On shade for which we are dis- F FI 
tributors to retail lumber dealers. ' @ stud 
This should have read “For further information § logic 
write Lumber Buyers Exchange, 1151 S. Broadway, @ kitc! 
Los Angeles 15, Calif.” . . . —GEORGE F. WEIS, new 
Lumber Buyers Exchange, Los Angeles. Wn | 
thre 
Schools for Lumber Dealers’}. 1, 
To the Editors; I read and enjé every issue of your size 
magazine. I noticed in recent editions of schools in ent« 
other cities where young men and women are taught mon 
the fundamentals of the lumber business. I believe 2. 
a school of this type would be very helpful in the Chi- refle 
cago area. There are many newcomers in this game wite 
and also many old timers who could use a little brush- touc 
ing up. I believe a school of this nature could have 4 cant 
. full house—J. EDWARD MATHIEU, Posen Lumber — 
SSS SV BPSP SPSS SSSVSS SSS SSS SPSS VPsSsSsesseHN wees & Supply company, Blue Island, Til. = 


@ LUMBER 

@ MILLWORK 
@ MOULDINGS 
© BOX SHOOK 
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GENERAL OFFICE i 
8 S. Michigan Ave., Chicago 3, DL 
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| prises a 
| what changes are necessary in the 


NE OF THE WIDEST and 
most profitable fields open to 
the retail lumber dealer is kitchen 


» modernization. 


This field, like many others that 
legitimately belong to the retail 
dealer, has been usurped to some 
extent by alleged specialists. By 
studying the field and ascertaining 
its demands, the building materials 
dealer can set himself up as the 
authority in kitchen 
modernization. 

To meet the demands in this field, 
the dealer must know what com- 
modern kitchen layout, 


interests of efficiency and how to 
achieve them. He should be pre- 
pared to assist potential customers 
in financing the job. 

ONE-STOP SERVICE 

THE retailer is in a position to 
offer a highly specialized one-stop 
service that wil include everything 
from a survey of job requirements 
through financing, furnishing the 
needed materials and accessories 
and installing them. By selling 
materials, labor and financing as 
one package, the dealer is offering 
a combination of services that will 
keep customers from shopping 
around. He can justly advertise 
himself as a kitchen modernization 
specialist. 

LAYOUTS CONSIDERED 

FIRST of all, the dealer should 
Study the kitchen to determine the 
logical layout. The procedure for 
kitchen planning, whether for a 
new home or for modernization of 
the old home, may be considered in 
three phases: 

i. Needs of the homeowner— 
size of the family and amount of 
entertaining; also the amount of 
money the customer plans to spend. 

2. Tastes—allow the kitchen to 
reflect the personality of the house- 
wife in color design and personal 
touches. This seemingly insignifi- 
cant point has an important sales 
appeal. 


3. Basie arrangement — these 
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Modernizing THE KITCHEN 


Sales of paint, millwork, hardware and many allied lines, 
plus appliances, offer fine opportunities for aggressive. 
merchandising in the field of packaged kitchen modernizing. 


four simple rules are suggested by 
experts in kitchen layout: 

Include counter-tops or working 
surfaces beside the sink, the range 
and the refrigerator. Secondly, 
place the sink between the range 
and refrigerator for maximum con- 
venience. Include a food - mixing 
center, besides the refrigerator 
preferably, or beside the range. 
Finaly and very important, store 
foods and equipment nearest the 
place they are used—within arm’s 
reach whenever possible. 

Modern kitchen planning is based 
on work centers. Their location 
and function is to save steps and 
work be keeping utensils, food and 
equipment grouped in three main 
divisions—storage, cooking and 
dishwashing. 

For example, the storage and 
mixing center should be nearest the 
door through which the supplies 
are brought. The cooking center 


BREAKFAST nook and snack bar are an integral part of this compact kitchen layout. 
use of glass brick to achieve maximum lighting. 





should be placed near the entrance 
to the dining room with storage 
compartments for utensils and sup- 
plies nearby. The dishwashing 
center should be between the stor- 
age and mixing center and the 
cooking center. 


In addition to these three main 
centers, many kitchens will include 
clean-up centers, including a stor- 
age space for brooms, mops and 


_ cleaning appliances. 


TYPES OF KITCHENS 


KITCHEN layout specialists 
have divided kitchens into four 
types. The U-type is compact and 
convenient with all equipment with- 
in easy reach. Parallel work sur- 
faces should be at least four feet 
apart. Doors at the open end of 
the “U” eliminate traffic through 
the work area. The L type pro- 
vides continuous work surfaces 
along two walls, leaving other walls 


Note 

































free for door and window openings. 

In the two-wall kitchen—where 
there is a door at each end, the 
cabinets and appliances are placed 
along the two parallel walls with 
the sink on one side and the re- 
frigerator and range on the other. 
The one-wall kitchen is best suited 
for small homes and apartments. It 
should not have an overall length of 
more than 15 feet as a longer length 
will mean steps from one appliance 
to another. 


In considering any of these plans 
numerous items that the dealer 
handles suggest themselves. To 
name a few: floor coverings and 
wall coverings; kitchen cabinet 
units; towel racks, plumbing ac- 
cessories incidental to kitchen mod- 
ernization; new lighting fixtures; 
new hardware for doors and win- 





STREAMLINING the kitchen by the use of 
appliances is illustrated by this cutaway. 
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BEFORE a kitchen modernization expert started work, this is how a farm house kitchen in 
northern Illinois looked. Obviously the kitchen was not planned for efficiency. Only 
modern appliance is the refrigerator. 


dows. And, of course, a long list 
of appliances. 

Here are some questions a dealer 
may ask or determine for himself 
in considering a thorough modert- 
ization job: 

Would windows over the sink 
improve the light or ventilation’ 
How are the kitchen cabinets—are 
they modern with ample drawer 
and shelf space within easy reach. 
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Is there insufficient work counter# 


space? 
the cabinet within easy 


reach?! § 
Does the floor need repairs? Would 


a new color scheme or repainting) three 


Are the knobs and pulls on® 


et 


make the room more pleasant? [s§ 


a swinging door to the dining room 
needed? What about a _ kitchen 
ventilator? Is there space enough 
for a breakfast nook for quick, it- 
formal meals? 


FARM REQUIREMENTS 


IN PLANNING a new kitchenf 


for the farm, it is best to plan the f 


layout so that the windows com} 
mand a view of the entrance drive, f 


the barns and lots. 
should be located so that 


The rear entty 
house | 


traffic may enter the rear door and | 
pass into other parts of the house} 
or down to the basement without } 


going through the kitchen. 
A change in the window locatio 
is usually all that is needed to place 
the entrance drive and the service 
buildings within vision. Incident 


BEST suited for the small home and apo 
ment is the one-wall kitchen illustrated here. 
Retail prices of the basic units shown a 
range $107; two metal wall cabinets at $i0 
each; drawer-type metal base cabinet $25; 
metal cabinet sink $85; cupboard type bast 
cabinet $20. 
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kitchen in Fy 
y- Only ie 
ator. 


Ea 


long list) ally, making the kitchen lighter by 


5 the installation of a larger window 


sa dealer fj p over the sink is frequently one of 





r himself f }the major jobs involved in kitchen 
modern. I modernization. 

the sinki WHY APPLIANCES? 

itilation??)} BESIDES the use of basic ma- 
nets—aref terials — cabinets, paint, window 
» drawer™ S4Sh and the like — most kitchen 
sy reach. modernization jobs naturaly lead 


into appliances. 
alph W. Carney, sales manager 


- counter § 
1 pulls on 


- reach? 'of The Coleman company, Wichita, 
3? Would : Kans., divides lumber dealers into 
painting ) three categories when it comes to 
sant? Is™@ @ppliances. 
ing rom™® 1. Those who already sell appli- 
kitchen @ ances. 
e enougi§ 2. Those who will never sell ap- 
quick, it § pliances. 
u 3. Those who are undecided at 
® present. 
kitchen) Carney’s advice is to sell “not 
plan the fy only the floor, walls and roof, but 
ws Com fy also the things that go into a house 
ce drive, §) to make it a home.” To meet new 
var entry forms of competition, Carney sug- 
1t house Sests dealers cultivate new lines 
door and | like those found in the appliance 
he house field, 
without In order to sell a complete pack- 
; age in kitchen modernization the 
location appliance field is gradually becom- 
to place £ more popular with dealers. 
2 service rior to a survey of retail dealers, 
Incident-@ SNe manufacturer said it was felt 
that lumber dealers would be inter- 
and apot'@ ©Sted only in a small inexpensive 
rated het. ‘Ype of kitchen cabinet. However, 
shown at a field survey disclosed that most 
refs at = dealers were interested in carrying 
sbinet $25; a complete line. 





type bast | Wt . ° 
: nerever possible, dealers will 
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AFTER the remodeling was completed, the housewife had a U-type kitchen designed for 
peak efficiency. The all-electric kitchen included range, automatic dishwasher and refriger- 
Total cost all appliances about $1,000. 


find it advantageous to set up a 
model kitchen in their store. Wom- 
en will be able to see and operate 
the new automatic equipment and 
will be able to visualize these ap- 
pliances in their own kitchen much 
more readily than by isolated dis- 
plays. 

The major appliances in kitchen 
modernization will include range, 


refrigerator, dish washer, garbage 
disposal unit and, as a companion 
piece to the refrigerator, possibly 
a home freezer. 

Many appliances are still in short 
supply, but reports from manufac- 
turers indicate that items like elec- 
tric ranges and refrigerators should 
be coming through fairly well by 
late fall. 


Pack PORCH 


iINING ROOM, 
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RELOCATION of the stairs, slight re-arrangement of the rooms, and enclosing the porch 
turned this too large, inconvenient farm kitchen, above, into a modern, U-shaped room, 
below, with an added bathroom and utility room. Compact counters and appliances give 


the farm wife sufficient storage room, 


while reducing waste space to a minimum. 
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R. E. SABERSON, trade promotion man- 
ager, Weyerhaeuser Sales company, 


spoke on “Opportunities in the Retail 
Lumber Business” at the first session of 
the course. 


















A. T. BRINK, president, Tri-State Lumber 

& Shingle company, Kansas City, pre- 

sented a comprehensive lecture on red 
cedar shingles. 
























WILLIAM S. MILBURN, managing editor, 









American Lumberman, concluded the 

training program with a lecture on 

“Modern Standards for Retail Lumber 
Yards and Stores.” 
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Lumber Yard Employees Go to School 


Primary training program in Kansas City educates 
personnel for a better job of modern retailing. 


FrAcEeD WITH the problem of 

adopting thoroughly modern 
techniques in merchandising and 
management, the retail lumber and 
building material dealers of Amer- 
ica are focusing considerable atten- 
tion on the training of personnel 
for yard, office and store. The past 
few years have seen tremendous in- 
terest in the education of both ac- 
tual and potential employees. Much 
progress has been made. 

Most elaborate development in 
the training field has been the adop- 
tion by some 25 colleges and uni- 
versities of four-year courses lead- 
ing to the degree of Bachelor of 
Science in Light Construction En- 
gineering and Marketing. These 
courses are specifically designed for 
the individual who intends to own 
or work in a lumber yard after 
graduation. 

Somewhat less elaborate, but 
equally important from a practical 
standpoint, are short-term courses 
and on-the-job training programs 
which have been inaugurated re- 
cently at many points. Some of the 
Nation’s larger yards have estab- 
lished apprentice programs for vet- 
erans under the G. I. Bill of Rights. 
Several state universities, in coop- 
eration with regional dealer as- 
sociations, have offered four-week 
basic training courses for retail 
yard employees. The National Re- 
tail Lumber Dealers’ association 
through its newly-appointed educa- 
tional director, M. N. Chamberlain, 
has formulated a comprehensive 
training program which will in- 
clude short-term courses and sup- 
plementary printed material. (For 
details see Page 50 of this issue.) 


KANSAS CITY COURSE 


EXAMPLE of how an employee- 
training program can be imple- 
mented at the local level is offered 
by the retail lumber dealers of the 
Kansas City area who recently 
sponsored a primary course for 
their yard, office and store em- 
ployees. Sparkplug behind the 
course was Carl Hise, manager, 
Lumber Promotion company, who 
saw the need, conceived the idea 
and sold it to many of the Kansas 
City dealers. 
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The primary course enrolled 167 
students representing 34 retail lum- 
ber yards within a 60-mile radius J 





TRAINING PROGRAM 
PRIMARY COURSE 


This Is To Certify That 
JOHN H. DOE _ 











” CCESSFULLY COMPLETED A COURSE IN PRIMARY 
NING RELATING TO RETAIL & ER YAR 
oe cours ectoR en 7 SuPeavison 
._ APRIL 3 TO JUNE 26. 1946 


GRADUATION certificate was received 

by 102 students who qualified to take 

more advanced courses later. Those 

with poor attendance records were de- 
nied certificates. 





of Kansas City. It ran from April 


3 to June 26, 1946, and consisted of f 


a series of 12 two-hour lectures. 
Meetings were held each Wednes- 
day evening from 7:00 to 9:30 in 
the auditorium of a local school. 

The entire course was under 
the supervision of Carl Hise and an 
Industry Advisory committee con- 
sisting of R. L. Sweet, chairman, R. 
L. Sweet Lumber company; Hubert 
Field, Dierks & Sons Lumber con- 
pany; J. C. Flanagan, Badger Lun- 
ber company; James C. Lord, Das- 
comb-Daniels Lumber «company; 
Albert Tamm, A. O. Thompson 
Lumber company; William Urick, 
Frank B. Connet Lumber company; 
and R. E. Hinkel, course director 
and consultant. 


Mr. Hinkel is a former school 
teacher and has had many years ex 
perience in personnel work with 
large corporations. He is the for- 
mer educational director of Trans- 
continental & Western Air, has 
done personnel research for North 
American Aviation, and for the 
past year and a half has served val- 
ious firms and groups as training 
consultant. 


SPEAKERS 


THE course consisted of lectures, 
discussions, motion pictures, slide 
films, exhibits and demonstrations, 
An effort was made to cover funda- 
mental aspects of lumber yard Op- 
eration and to convey basic infor- 
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mation about several of the 
important building materials. Guest 
speakers and discussion leaders 
were selected by subject. Following 
is a list of subjects and speakers 
which comprised the course and 
faculty: 

Opportunities in the Retail Lum- 
ber Business—R. FE. Saberson, 
trade promotion manager, Weyer- 
haeuser Sales company. 

Builder’s Hardware — J. R. 
Strandmark, Townley Metal & 
Hardware company. 

Paint—Alex Bauer, Cook Paint 
& Varnish company. 

Gypsum Products — H. G. 
Schmidt, U. S. Gypsum corporation. 

Asphalt Shingles and Roofing— 
J. M. Hoare, Old American Asphalt 
Roof corporation. 

Lumber Species 
course director. 

Red Cedar Shingles—A._ T. 
Brink, Tri-State Lumber & Shingle 
company. 

Lumber Arithmetic- 
Hanson, University 
School of Engineering. 

Lumber Items—Anton Westh, 
Noll-Welty Lumber company. 

Millwork and Moulding—Ivan H. 
Ramsey, Curtis companies, Inc. 

Lumber Grading—C. .J. Sykes, 
Southern Pine association. 

Plywood—J. D. Long, 
Fir Plywood association. 


-R. E. Hinkle, 


Prof. L: @. 
of Kansas, 


Douglas 


Principles of Construction—H. 
V. Pennington, J. C. Nichols com- 
panies. 


Modern Standards for Lumber 
Yards and Stores—William S. Mil- 
burn, managing editor, AMERICAN 
LUMBERMAN. 


OBJECTIVES OF COURSE 


THE primary course was open to 
any man or woman employed or to 
be employed by a retail lumber or 
building material establishment. 
The objective was to train yard- 
men, truck drivers, office workers, 
salesmen, yard managers and ex- 
ecutives in the uses of modern tech- 
niques, modern business principles 
and modern methods of merchan- 
dising. A tuition fee of $15 per 
student was charged, and _ this 
expense was assumed by the em- 
ployer in many cases. 

More than 500 pages of printed 
and mimeographed material was 


issued to each student enrolled. 
This was designed to supplement 
lecture notes and facilitate the 
Studying job. It included tran- 
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RALPH E. HiNKEL, course director, (left) and Carl M. Hise, supervisor of the training pro- 
gram, look over a lecture transcript and map strategy before one of the sessions. 





DORIS SNIDER (left) and Bette Jean Steers did yeoman duty in assisting the course directors. 

Here they are shown checking attendance at the beginning of a session and passing out 

quizzes and transcribed lecture material to (left to right) Roy Harrison and Robert Shan- 

ahan, Tramill-Rehn Lumber company, and Louis Schutte, Schutte Lumber Company, all of 
Kansas City. 


scripts of lectures, quizzes and re- 
view questions. 

Requirements of the primary 
course were fairly lenient and 102 
students qualified to receive grad- 
uation certificates by attending 
eight or more sessions. Of the 34 
veterans enrolled 25 finished and 
received certificates. This group of 
graduates will probably form the 
nucleus of the student body for a 
basic course scheduled for Septem- 
ber-November, 1946, and an ad- 
vanced course planned for January- 
April, 1947. These courses will 
probe deeper into subjects touched 
on in the primary course, and take 
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up more advanced subjects such as 
market analysis, business law, 
trade promotion, business trends 
and cycles, etc. 

So well received was this venture 
into personnel training that it will 
probably be repeated in Kansas 
City. It demonstrates how men with 
an idea and organization ability 
can draw upon talent within the in- 
dustry and set up a local, educa- 
tional program at comparatively 
small cost. With the expanding in- 
terest in employee training it is 
possible that this course will serve 
as a model. for similar activities in 
other cities. 
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BETWEEN floor joists batts are laid snugly one against the other with vapor-barrier facing 
down. Batts can be either just laid in place or the flanges tacked to the joists. 


INCE MAN. FIRST constructed 

shelters to». protect him from 
the elements, he has been con- 
stantly striving. to make his home 
more than just four walls and a 
roof to keep out wind and rain. 
Through the centuries he has found 
ways to heat it in the winter and 
keep it cool in the summer. 

One of the latest contributions to 
home comfort, developed during the 
present century, has been the use 
of insulation as a barrier to the 
passage of heat. It was not until 
after World War I that use of insu- 
lation became widespread. But dur- 
ing the past 25 years its practical- 
ity has been so demonstrated that 
in most climates an uninsulated 
house must be considered obsolete. 

The efficiency of insulation as a 
barrier to the passage of heat— 
from the inside during the winter 
and from the outside during the 
summer—depends on the amount of 
still air entrapped in the material. 
For example, nature provided the 
Eskimo with one of the finest insu- 
lation materials, in blocks of snow 
with which he builds his igloo. Light 
and fluffy, the snow contains mil- 
lions of air cells bound together by 
the flakes themselves. Commercial 
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insulation works on the same prin- 
ciple, except that it is formed of 
permanent materials and is not af- 
fected by changes in temperature. 


BATT INSULATION MATERIALS 


MINERAL wool, one of the most 
widely used of home insulating ma- 
terials, was first formed by erupt- 
ing volcanoes and the phenomenon 
continues until the present time. 
Hot steam blowing up through 
molten lava with terrific force, 
spins the slag into fine, silk-like 
fibers. The mineral wool of com- 
merce is produced by a similar 
process out of rock, slag or glass. 

Production of mineral wool starts 
with an ordinary pile of limestone 
rock, mineral slag or silicates, from 
which rock wool, slag wool and 
glass wool are made. The raw ma- 
terial is placed in a cupola or fur- 
nace and is heated to the melting 
stage. As the molten mass emerges 
through a small opening in the base 
of the cupola, it is struck by a jet 
of high-velocity steam, converting 
it instantly into countless ‘silk-like 
fibers, which makes it an excellent 
insulation. 

The converted mineral material, 
looking like sheep’s wool in form, 





is blown into 60-foot long settling 
chambers, where, by means of a 
moving belt, the loose mineral wool 
moves along to machines to be 
formed into various products. 
ORGANIC TYPES 

WITH the purpose of finding new 
uses for cotton, the Department of 
Agriculture several years ago, dis- 
covered through experimentation 
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that when cotton was properly 
treated and processed it made a 
good insulation. 

These processes include flame- 
proofing, plus the regular steps of 
carding and garnetting which have 
been done to cotton batting for 
Many years. The application of a 
vapor barrier on the back and slit- 
ting and cutting into proper widths 


nsulation © 











AROUND the circle clockwise, beginning top left: applying 
blanket insulation to a ceiling; installing batt insulation be- 
tween studs; insulating an attic to be made into living quar- 
ters by placing blankets between uprights; installing 
blankets between roof rafters. 


and lengths comprise the manufac- 
turing process. 

Balsam-wool is a blanket insula- 
tion made from new wood fibers 
chemically treated to resist fire, 
moisture and vermin. The insulat- 
ing matt is enclosed on both sides 
and edges and sealed with heavy, 
asphalt saturated and coated kraft 
liners. 
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Mineral wool batts are made 
by machines which compress them 
into rectangular forms up to 48 
inches in length. Blankets of min- 
eral wool are shaped but not 
tightly compressed. They are made 
in rolls which vary in length, de- 
pending on thickness, up to 200 
square feet, and like batts are used 
in new construction or in accessible 
areas of existing homes. 

Batts and blankets are usually 
made in thicknesses ranging from 
one inch to full thickness of wall 
space. In width they are made to 
fit between normally spaced joists, 
studs and rafters. They are com- 
posed of mineral fibers held to- 
gether with a binding agent to 
form a felt and are commonly faced 
with a tough sheet of paper, or are 
enclosed between two layers of pa- 
per. When one paper facing is sup- 
plied it is usually a vapor-barrier, 
which has flanges on the sides 
which are nailed to standard spaced 
studs. When paper is present on 
both sides, the sheet on the outer 
face is always of a porous type to 
let vapor pass through it readily. 

Cotton insulation is manufac- 
tured in thicknesses ranging 
through 34, one, 1%, two, three 
and 35% inches. They are available 
in the standard widths of 16 and 
24 inches on center with other on 
center and special dimensions made 
to order. 

Balsam-wool is available in thick- 
nesses of standard and double-thick 
and in widths to fit between fram- 
ing spaced 16, 20 and 24 inches on 
center. It is also made in widths 
of 33 inches, without space flange 
and other widths and thicknesses 
can be furnished. 


INSTALLING BATTS AND BLANKETS 


WHEN the basic insulation ma- 
terial is covered with heavy paper 
or vapor barrier, the paper is wider 
than the actual batt, allowing part 
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EYE-ARRESTING window displays, combining actual product with concise story of its use 
will attract customers into the store to get estimates and place orders. 


of it to extend beyond each side. 
These are called flanges. 


In applying blankets, measure the 
stud height between top and bottom 
stud plates. Add three inches to 
this measurement and cut blankets 
to this length. Most manufacturers 
place marks on the blankets a spe- 
cific distance apart to aid in meas- 
uring. Measure back 1% inch from 
each end of strips, cutting back the 
insulation leaving a nailing flange 
top and bottom. Starting at the 
top, place the blankets between 
studs. Vapor-proof paper must face 
to inside of rooms. Be sure the in- 
sulation is in snug contact with the 
plate and the top flange laps over 
the face of the plate. Nail flanges 
along ends and edges with nails 
space six to eight inches apart. 
Tacks, lath nails or staples may be 
used. The bottom flange should be 


HIGH velocity steam hits the molten mass 
of mineral slag as it is drawn from the 
furnace. 






brought out over the face of the 
bottom stud plate and tacked in 
place the same as the top flange. 

Apply blankets overhead in ceil- 
ings and roofs the same as in walls, 
with vapor-proofed paper facing 
downward. When laying blankets 
between attic floor joists with a 
finished ceiling below, the vapor- 
proofed side should face downward. 
The flanges need not be unfolded. 
Do not apply flanged side to top of 
attic floor joists. 


In applying batt insulation to 
side walls start at the bottom. Push 
batts between studs, with vapor 
barrier facing the inside of the 
room. Be sure the bottom batt is 
in snug contact with the bottom 
stud plate. All batts should be but- 
ted closely together, leaving no 
voids at the joints. The top batt 
should be cut to fit snugly against 


FIBERGLAS thermal insulation in its basic, 
wool-like form emerging from the form- 
ing chamber. 
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the top stud plate, and should be 
cut for top nailing flange as with 
a blanket. In roofs and ceilings, 
apply batts the same as in walls, 
with vapor barrier facing down- 
ward. Lay batts between attic floor 
joists with vapor barrier facing 
downward. The flanges need not 
be unfolded, and the ends of batts 
should butt firmly together, leaving 
no voids at the joints. Cut end 
batts so there are no voids under 
eaves or at gable ends. 

Where there are narrow stud 
spacings, cut the insulation to 
proper width, leaving vapor-proofed 
paper intact to form a new flange. 
Push batts between studs, bringing 
surplus vapor barrier out over face 
of studs. Form a folded flange on 
the cut side similar to the uncut 
flange on the opposite edge. Nail 
and cut off surplus paper along 
outside edge of stud. 

In insulated attics there should 
always be an assurance of proper 
ventilation. Louvres should be 
placed at gable ends, near the peaks 
for maximum efficiency, or ridge 
and eave ventilators can be used. 


PLACEMENT OF INSULATION 


IN HOMES under construction, 
blanket and batt insulation is 
placed between the studs of all 
outer walls, and where there is no 
basement, between the first floor 
joists. In insulating the upper part 
of the home, there are a number of 
ways blanket and batt insulation 
can be used. If the attic is to be 
part of the living quarters, the in- 
sulation can be placed either be- 
tween the rafters, then covered 
with lath, or the attic can be 
squared off with uprights, the insu- 
lation placed between the rafters 
and also tacked to the uprights 
from roof to floor. If the attic is 
not to be used for living quarters, 





BATTS of mineral wool are shaped by 
machines which compress them into rec- 
tangular forms. 
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the insulation can be placed be- 
tween the floor joists and left un- 
covered, with the flanges tacked to 
the joists and secured with strips 
of wood lath. 


Several specific parts of a home 
which should always be insulated 
are the wall next to an unheated 
garage, as well as the floor of the 
room above it; floors raised over 
unexcavated or unheated sections; 
around all dormer windows; and 
the floors of rooms over un-heated 
porches. 

In new construction jobs blanket 
and batt insulators can be applied 
easily before the walls are finished. 
But in most existing houses blanket 
and batt insulation can be applied 
only in the attic, either on the floor, 
between the roof rafters, or squared 
off to turn a chilly attic space into 
a warm, comfortable extra room. 


INSULATION CHARACTERISTICS 


AS MINERAL wool insulation is 
made from rock, slag or glass, all 
incombustible materials, it offers 
inherent safety from fire. Because 
of this characteristic, a full-thick 
application adds substantially to 
the fire-resistance of a wall or ceil- 
ing. The material, being inorganic, 
provides no sustanence for insects 
or vermin. 

Cotton batting and balsam-wool 
insulations are treated to resist fire, 
mildew, moisture and vermin. 


Although the primary purpose in 
insulating a building is to help pre- 
vent outside summer heat from 
penetrating through walls and roofs 
and to keep the interior heat from 
escaping in winter, there are extra 
dividends accruing to the owner of 
a properly insulated house. 


Fire protection cannot be stressed 
enough. In addition insulation in 
side walls and ceilings reduces the 
number of times the interior of the 


WITH blankets (1) start at bottom, using 
continuous strip cut to required length; 
(2) cut strips to fit irregular panels but 
always provide flange for lapping over; 
(3) remove insulation for around pipes 
but do not cut vapor barrier; (4) blank- 
efs can ususually be worked over elec- 
trical conductors with barrier cut to fit 
snugly around outlets. 
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CUTTING blanket insulation to the proper length is not diffi- 
cult. In the circles from left to right, it can be cut over a 
block with ordinary carpenter's hatchet; tinsnips or hedge 
shears are good for cutting to fit around pipes; it can be 
placed over a sawhorse and cut with saw placed through a 
slotted guide; a hinged clamp attached to a bench will hold 
the insulation firmly in place while cutting. The photograph 
shows how it can be cut on a table with large shears. 


house must be decorated. This is 
because there is less movement of 
air along fully insulated walls to 
carry particles of dust along un- 


WHEN installing batts (1) start at the 
bottom of stud panel; (2) cut batts to fit 
irregular spaces leaving nailing flenge; 
(3) batts may be split to work part under 
conduit but do not cut vapor barrier; (4) 
large pipes require removal of some in- 
sulation for packing around; (5) cut 
vapor barrier to a snug fit around out- 
lets or protruding pipes. 
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evenly heated surfaces, causing al- 
ternate light and dark streaks along 
lath and beam locations. 


PACKING AND STORAGE 


BOTH batt and blanket insula- 
tion come packed in compact car- 
tons, the blankets in rolls. They 
are of a convenient size to be light 
in weight and easily carried. 

Ordinary care should be taken to 
store cartons of blanket and batt 
insulation under cover until ready 
for application. Blanket insula- 
tion should be stored on end and 
care should be taken with both 
forms not to crush the cartons or 
to puncture them so as to damage 
the material or tear the backing 
that forms the vapor barrier. 

Ilustrations: National Mineral Wool 
association, Celotex corporation, Lock- 
port Cotting Batting company, Owens- 


Corning Fiberglas corporation, Wood 
Converison company. 
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Good Salesmanship, Specialty Items Make 
Depression--Born Yard Profitable 


- Starting without so much as the proverbial shoestring in 1935, 
Clyde Haas, Kenosha, Wis., develops fine dealer-builder business. 


# 
es 


OT MANY MEN start a busi- 

ness during a major national 
depression, but Clyde Haas, mana- 
ger and nowowner of the City Lum- 
ber & Supply company, Kenosha, 
Wis., is an exception to the rule. 
Back in 1935, Mr. Haas decided to 
open a yard of his own. He had no 
monetary assets. He hadn’t even 
the proverbial shoestring; but he 
had imagination, ten years’ exper- 
ience in lumber, and a willingness 
to work. His method of financing 
the new enterprise was. unusual, 
but it proved to be successful. What 
he did was to form a company, :se- 
curing as stockholders and patrons 
seventeen of the thirty-five con- 
tractors in town. This arrange- 
ment ‘gave him an ‘in’ with them. 
“Naturally, it was to their advan- 
tage to,.trade at this yard,” Mr. 


Haas explained, “and it worked out’ 
very well from their standpoint and’ 


for the company.” 

Mr. Haas recognized, however, it 
would be to the advantage of the 
firm to acquire as many other 
sources of business as_ possible. 
Kenosha is an industrial town of 
about 50,000; so city salesmen were 
engaged to call on the factory 
trade, contractors, plasterers, and 
town prospects. “We had a routine 
schedule of daily calls,” Mr. Haas 
said. “We would call on the con- 
tractors probably once a week, and 
make the factories once a week. 
City prospects were contacted reg- 
ularly by: mail and by personal 
calls.” A salesman was detailed to 
rural customers, also. In this, he 
was joined by Mr. Haas, who was 
born and reared on a farm, and 
“speaks the farmer’s language.” 


DEVELOPED FARM TRADE 


“WE would call on a farmer ev- 
ery two or three weeks,” Mr. Haas 


commented. “We’d just go out to 
talk with him. Of course, you must 
select your time. A farmer doesn’t 
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want to be bothered when he is 
busy with crops; but when he isn’t 
busy, he likes to have visitors.” 

Gradually, the yard’s rural busi- 
ness was built up until it accounted 
for about 25 percent of total sales. 

Consistent advertising was an 
important part of the business- 
building program, also. It still is. 
Advertisements appear on the 
builders’ page of the local news- 
paper. A different item is featured 
each week. Every eight weeks, 
there is a detailed story about a 
particular product. Talking movies 
on items handled by City Lumber 
are shown in two of the city’s mo- 
tion picture houses. The average 
weekly attendance at these two 
theatres is around 33,000, so Mr. 
Haas reaches a large audience of 
potential customers. 

With this intensive program, it 


is not surprising that after several 
years Mr. Haas was able to buy 
out all the stockholders, and take 
over the company himself. The con- 
nection with the contracting field 
has been maintained, however. Al- 
though the former owners are no 
longer interested financially, they 
are still patrons of the yard. 


PACKAGE HOME SALES 


IT WAS about this time Mr. 
Haas took a step which is by no 
means usual among lumber dealers. 
He bought land and contracted the 
erection of attractive dwellings to 
his contractor-patrons, himself, 
meanwhile, selling them the neces- 
sary materials. This horizontal ex- 
pansion resulted in 25 homes and 
considerable direct business for Mr. 
Haas. But he did not stop at ex- 
tending the dealer business into the 
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Street view showing some of the houses built by the City Lumber and Supply company, 
Kenosha, Wis. 
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construction field. Where necessary, 
he went so far as to arrange for 
the purchase of a home through 
bank financing for a desirable own- 
er, Altogether, the example of Mr. 
Haas in this respect shows the cen- 
tral role which the lumber dealer 





Clyde Haas 


can play in the affairs of his com- 
munity. Mr. Haas expects to go on 
building houses when restrictions 
are lifted. “‘We are fortunate here,” 
he said; “we didn’t have the gov- 
ernment putting up a lot of hous- 
ing projects, and we haven’t a lot 
of war industries employing 10,000 
or 15,000 people that will be shut 
down now. We really do not have 
much of a reconversion problem.” 


PUSHES SPECIALTY ITEMS 


WHEN the war brought lumber 
shortages, specialty items were 
pushed. “That was when we found 
our advertising was paying,” Mr. 
Haas continued, “We got business 
from people living in remote parts 
of the city who wouldn’t have had 
to come here at all. One of our cus- 
tomers, for instance, lives only two 
blocks from a paint store; and yet 
she buys her paint from us. We 
have had that experience often.” 


Vermiculite plaster aggregate 
has become a big specialty with 
City Lumber. “We got our contrac- 
tors using it back in 1942,” Mr. 
Haas said. “Now we sell over 1,- 
500 bags annually. We are probably 
one of the oldest users of vermicul- 
ite aggregate. It is an easy item 
to sell. There is a right way and 
a wrong way of doing things, and 
it is important to get a new prod- 
uct started right. So we made sure 
of the plasterers by getting the 
manufacturer’s representative 
down here to see that the first jobs 
were done properly. We sold the 
plasterers on the idea that there 


is insulation and sound-deadening 
value in vermiculite plaster, and 
that it is much lighter and easier 
to handle and more profitable for 
them. A four-room house takes 
about 15 bags of vermiculite aggre- 
gate, which gives us a gross ’profit 
of $5.75. oe 
We- have gotten to the point 
where we sell 90 percent vermicul- 
ite aggregate and only 10 percent 
sand. It was just a question of a 
little pushing. Some dealers over- 
look the importance of salesman- 
ship, and take the line of least re- 
sistance. If a man comes in. and 
says, ‘Give me 40 bags of. plaster 
and 4 yards of sand,’ they. don’t 
say: ‘John, why don’t you try a 
job of vermiculite aggregate? I 
think you can make some. extra 
money, and we can make a little 
money, too.’ They just. give him 
what he asks for. We lumber deal- 
ers will have to be more aggressive 
in our selling, in this post-war 
world, because if we aren’t, some- 
body else will get the business.” 


INSULATING SALES CAMPAIGN 

EVEN before the war-time fuel 
shortage turned the spotlight on 
the need to insulate, Mr. Haas had 
been conducting his own campaign 
“We found that in our five-room 
insulated ‘houses, we were burn- 
ing 4% tons of coal,” he said, 
“while in a four-room uninsulated 
dwelling, built by someone else, 
they were burning 6% tons. It was 
a good talking point in selling our 
houses and in selling insulation to 
other home-owners. We have gotten 
to the point now where we sell in- 
sulation all the year ’round, not 
just in the fall. People are begin- 
ning to want insulation for sum- 
mer comfort, as well as to save 
fuel. I think the day is coming 
when insulation will be as much a 
part of the building as the win- 
dows, and the smallest home will 
be insulated.” 

Asked about the outlook for post- 
war sales, Mr. Haas said, “The lum- 
ber yard of the future will be 
selling a lot of items it never 
handled before. During the war, we 
took on quite a few at this yard, 
and found them profitable. So, we’ll 
keep on selling them. I think we 
lumber dealers will have to be more 
aggressive in stimulating demand, 
and bringing customers into our 
yards, instead of waiting for them 
to come because they need a piece 
of lumber or millwork. There is an 
excellent future in the lumber in- 
dustry today for anyone who wants 
to work at it; in fact, I don’t know 
of any other business with similar 
opportunities.” (L.A.C.) 
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Homes From 


|. Ammunition 


Boxes 


Newest building material 
found at army air fields 


N UNUSUAL ANSWER to the 

problem of locating materials 

for a home was found by J. K. Mc- 

Pherson, Tucson, Ariz., who is 

building houses from ammunition 
boxes. 

From a nearby army air field, 
Mr. McPherson obtains .50 calibre 
ammunition boxes, with 450 of 
which he is building a four-apart- 
ment house. Made of one-inch 
stock, mostly Western pines, the 
boxes are approximately 14% inches 
high including the lid, nine inches 
wide, 18 inches long. 

The first row of boxes is nailed 
securely to the sill which is bolted 
to the concrete foundation, then 
each successive row of boxes is 
fastened to the row below with % x 
214 inch bolts, the boxes being 
arranged in the same order as 
bricks in a wall. 

The apartments consist of a cem- 
bination living room and bedroom, 
kitchen with small dinette, and 
bath. The walls between each 
apartment are of hollow concrete 
block 4 x 6 x 12 inches, ; 


WALLBOARD FINISH INSIDE, 


THE inside of the apartment 
house will be finished with wall- 
board over the. boxes, and on the 
concrete - block partitions, plaster 
will be used. The.13 x 20 foot area 
of each apartment is divided by a 
wallboard partition five inches 
thick, making the two-room apart- 
ments. 

In Arizona concrete floors are 
used extensively, colored in blue, 
red or yellow. In these homes, the 
floors will be Spanish red. 

To finish the outside, tar paper 
will be put over the boxes, then one- 
inch mesh chicken wire and stucco 
will be applied. The building will 
be tied together with 1% inch steel 
rods running through the concrete- 
block partitions to each wall. As- 
phalt roofing will be used. 

If more boxes can be obtained, 
Mr. McPherson will build two- 
room cottages, which along with the 
apartments will be rented to vet- 
erans. 
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Don’t Blame the Paint-- 


Most Failures are Avoidable 


The following will help progressive paint dealers reduce avoidable 
paint failures and explain failures for which they may be blamed. 


AINT FAILURES exact a 
heavy toll in good will as well 
as in money. The property owner 
blames the painter who blames the 
dealer who blames the manufac- 
turer who blames the painter, thus 
completing a “vicious circle” with- 
out satisfactory conclusion. Where 
we are dealing with so many vari- 
ables such as climate, surface com- 
position, materials and the human 
element, there never will come a 
time when all paint failures will be 
eliminated. However, a great ma- 
pority of failures can be avoided. 
The number of possible causes of 
paint failure is too vast for com- 
plete treatment in anything short 
of a text book, but the worst and 
most frequent failures occur from a 
relatively small number of causes 
that are easily anticipated and not 
difficult to sidestep once they are 
recognized. Here they are: 


IMPROPER SELECTION OF MATERIALS 

WITH negligible exceptions, 
paints and varnishes produced by 
reputable manufacturers (forget 
wartime substitutions) may be de- 
pended upon to yield excellent re- 
sults if applied under proper con- 
ditions. Only a small proportion 
of failures can be honestly at- 
tributed to the quality of the ma- 
terial. Even second grade paint 
will perform surprisingly well if 
given the opportunity. The fault 
too often lies in using the wrong 
type of material for the particular 
operation involved. For instance, 
a paint made especially for priming 
purposes is not usually constituted 
to produce good results as a finish. 
A floor varnish is not likely to wear 
well on exterior doors, etc. This 
may seem too obvious to be worthy 
of mention but many paint and var- 
nish jobs have been ruined for 
these very reasons. What’s the 
remedy? Just concede that the 
manufacturer probably knows more 
about his own material than an out- 
sider. Make sure his paint is used 
according to his specific recom- 
mendations. 

Many people think a coat of 
paint covers a multitude of sins. 
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Maybe it does but not for long, if 
the sins happen to be in the nature 


of careless surface preparation. 
Paint requires a clean, hard and 
dry surface for proper adhesion. 
Sometimes, especially on old re- 
paint work, this involves more 
labor than the layman can appreci- 
ate and frequently it is glossed over 
with a false conception of economy. 
The manifestation of trouble may 
be checking or alligatoring caused 
by application over too slick a sur- 
face; flaking or scaling because of 
insecure foundation; flashing be- 
cause of uneven surface porosity or 
improper drying and lack of ad- 
hesion because of wax, grease or 
dirt on the surface. The remedy: 
don’t try to economize on sandpa- 
per, detergents or labor in making 
the surface fit to receive and retain 
the paint or varnish. 


UNSKILLED BRUSH TECHNIQUE 


PAINTING is more than dipping 
a brush in a can of paint and rub- 
bing it against a surface. Many 
people never learn how to handle a 
brush, simple though it be. Secure 
film adhesion is dependent upon 
every part of the surface being 
thoroughly wetted by the paint. 
With oil paint and oleoresinous var- 
nishes and enamels it is usually 


necessary to work the brush against 
the surface in several] different di- 
rections, ending with an even stroke 
over all in one direction. Incom- 
petent brushing will leave dry spots 
from which the paint will “pop”’ off 
later on. Avoid heavy coats. One 
heavy coat having the same film 
thickness as two light coats can not 
be expected to give the same wear. 
It may not wear at all, cracking 
under its own weight and density. 
Remember, short cuts in painting 
are mostly wishful thinking. 


MILDEW AND ROTTING 


MILDEW is a fungus growth 
that flourishes in moist warmth. 
Coating over it may feed it further 
and it will reappear uglier than 
ever. Some areas are especially 
vulnerable because of climate but 
even in the non-vulnerable areas it 
can develop from improper ventila- 
tion. Fortunately, there are a num- 
ber of excellent fungicides available 
through chemical and paint houses 
and they go a long way toward cor- 
recting these evils. They are used 
effectively to prevent or retard 
wood rotting as well. 


MOISTURE 


MOISTURE is probably respon- 
sible for more paint failures than 
all other causes put together. No 
matter how good your paint is nor 
how carefully it is put on, the job 
is doomed to failure if application 
is made on a surface containing an 
excessive amount of moisture. What 
constitutes an excessive amount 
depends on the nature of the sur- 
face. Wood, for instance, is safely 
paintable up to 15 percent moisture 
content whereas plaster is hazard- 
ous if the moisture runs over one 
percent. The insidious thing about 
moisture is that it is often lurking 
just beneath the surface where you 
can neither see nor feel it. You see 
only the damage it causes. 

With the realization that a ma- 
jority of paint failures could be 
avoided if the presence of excessive 
moisture were known in advance, 
an industry campaign to reduce 
avoidable paint failures was orgal- 
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ized last year to develop a scientific 
instrument within a practical price 
range that would make common- 
place the accurate pre-testing of all 
paint jobs. The resulting device was 
an electronic moisture meter which 
is now available to the industry. (A 


EAR MAU ing Poy lh ST 


description of this moisture detect- 
ing device can be found in the 
What’s New? section of this issue.) 
Here are some of the answers to 
what to do when the meter’s danger 
signal flashes red. 


PLASTER WALLS 


IS IT a new plaster wall? Then, 
you merely wait until subsequent 
tests tell you the surface is dry 
enough for safe painting. This 
may be a day or a week or more, 
depending on local drying condi- 
' tions and the construction of the 
; wall. Plaster applied directly to 

brick, tile or gypsum blocks may 
take longer than when applied to 
wood or metal lath with an air 
space behind. If the job happens 
to be one of those hurry-up com- 
mercial propositions where the 
owner or general contractor is in- 
sistent on quick completion with an 
oil base paint, the painter doesn’t 
have to wait at all. He just gets a 
written release of responsibility 
and goes to it. 

Suppose the job is a frame build- 
ing with wood siding. A test of 
) representative areas may show sur- 
» face dampness from fog or atmos- 
» pheric condensation. A little sun- 
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} shine will quickly dry it so it is 
) only reasonable to start painting 
Bon the side of the building that has 
» been exposed to the sun and follow 
5 the sun around—after the moisture 
= Meter says “okay.” 

» If, obviously, the dampness is in, 


H not ov the wood, it is then neces- 
= Sary to start sleuthing for the 
Source of the trouble. Projecting 


ledges or sills that are not pitched 
downward away from the building 
will collect water that will gradu- 
ally seep into the wood cells. This 
often makes it difficult to keep 
Paint on door and window frames 
and the adjacent areas. Because 
» Such spots are always vulnerable, 
they should be among the first to be 






suspected. Accumulation of moist- 
ure through poor sidewall insula- 
tion, or inadequate vapor barrier, is 
not to be overlooked either. 

Occasionaly leaks in roof valleys 
(or in the roof itself) will cause 
water from rain or melting snow 
to seep down in back of the siding. 
Frequently clogged rain spouts 
cause gutters to overflow with simi- 
larly disastrous results. 


CHECK SIDEWALL CONSTRUCTION 


SOMETIMES, through poor con- 
struction, the wood sidewalls are 
carried right down to the ground. 
Moisture is invariably picked up 
from the soil and partial rotting oc- 
curs. Building of house extensions, 
porches, etc., may have been done 
over unexcavated or “uncellared’’ 
ground. Paint failures are likely 
to be noted in the lower outside 
walls or inside floors of such struc- 
tures if the builder has neglected 
to provide ventilating louvres. 

Recently some moisture tests 
were made on a large frame house 
on which the exterior paint had 
blistered over large areas for no 
apparent reason. Of course, both 











the paint and the painter were 
blamed for a poor job. The abnor- 
mally high moisture content of the 
siding shown by the moisture meter 
was finally traced to pinhole leaks 
in the steam heating pipes inside 
the walls. Tiny wisps of steam 
freely circulating within the walls 
were saturating the studding and 
siding. Had this not been discov- 
ered in time, serious rot would have 
set in and the whole building en- 
dangered. The testing service was 
worth a great deal of money to the 
owner. This case is by no means 
an uncommon one. 

Some of the foregoing difficulties 
are easily corrected with caulking 
putty and other means within the 
scope of the ordinary person. More 
serious ones will require the serv- 
ices of a carpenter, roofer or con- 
struction expert before painting 
can proceed. By pointing out these 
facts to customers, they will be 
saved unnecessary financial loss 
and save the dealer from unjust 
blame on the products handled. 
Also, it will be emphasized that he 
is the sort of dealer with whom it 
pays to do business. 
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NRLDA 


Develops Educational Program| 





WHEN Martin Chamberlain, ex-Navy Com- 
mander, ex-skipper of the Destroyer Earle, 
and mining engineer graduate of the Univer- 
sity of Washington, was added to the staff 
of the National Retail Lumber Dealers asso- 
ciation, Washington, D. C., the association 
acquired not only a new director of educa- 
tion, but annexed the essentials of an educa- 
tional program for veterans and lumber yard 
employees. 


W tH THE AIM of making 
educational facilities avail- 
able for men and women interested 
in the retail lumber and building 
material industry, the National Re- 
tail Lumber Dealers association is 
developing an educational program 
stemming from the experience 
gained through 30-day courses 
given at the University of Wash- 
ington and the University of Den- 
ver. 

“Students at the University of 
Washington classes,” states Martin 
Chamberlain, educational director 
of NRLDA, “say that the 30-day 
course is equal to two years actual 
experience working in a lumber 
yard.” 

The program will proceed along 
these lines: 

Every effort will be made through 
the state and regional associations 
and through lumber dealers to have 
a course like that at the University 
of Washington added to the cur- 
ricula of other universities and col- 
leges throughout the country. 


At the present time there are in- . 


dications that the University of Illi- 
nois, University of Wisconsin, Ohio 
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State university, University of 
Syracuse, Massachusetts State uni- 
versity and Louisiana State uni- 
versity are interested in offering 
this course. 

The second phase of this pro- 
gram will consist of written lesson 
material which will be available to 
lumber dealers throughout’ the 
country for class instruction of 
new employees or for related train- 
ing for veterans now taking part 
in the government on-the-job train- 
ing program. 

The third phase of the program 
relates to the development of sup- 
plementary and advanced material 
for use by lumber yard employees 
whether or not they have completed 
the educational training course. 
This material will be similar to the 
Ross book on lumber uses and speci- 
fications now being prepared under 
the direction of the National Lum- 
ber Manufacturers association. 
Similar material is being prepared 
by the National Paint, Lacquer and 
Varnish association, the Insulation 
Board institute and the Asphalt 
Roofing Industry bureau of New 
York. 


APPROVED FOR VET TRAINING 

UNIVERSITY courses which 
have been given so far have been 
approved by the Veterans admin- 
istration. Any veteran of World 
War II may apply for enrollment in 
this course through the secretaries 
of any of the state and regional as- 
sociations federated with the Na- 
tional Retail Lumber Dealers as- 
sociation. Before entrance into a 
university, however, the veteran 
must secure a certificate of eligi- 
bility from his local Veterans ad- 
ministration office. 

Instructors at the University of 








Washington have been 2/3 industry 
men and 1/3 faculty members. It f 
will be the aim of the director of 
education to continue to obtain a 
similar high percentage. 

The subjects to be. included in 
the course will be lumber grades, 
species, grading abbreviations, lun- 
ber arithmetic, estimating and blue F 
print reading, roofing, plywood, 
brick and tile, cement, paint, lath 
and plaster, insulation, hardware, 
millwork, gypsum products, book- 
keeping, pricing, FHA regulations, 
business law, business letters, ad- 
vertising, merchandising, _ sales 
manship, traffic and routing, pur. 
chasing, light frame construction 
and market protentials. Each sub- | 
ject will be covered by an exten-f 
sively detailed outline. : 

Mr. Chamberlain is working tof 
find the best materia] available on f 
the subjects and is preparing af 
handbook of instruction and pro- 
cedure for the use of universities 
and association secretaries. 

For veterans taking the course} 
at universities, books, tuition and} 
incidentals will be paid for by the} 
government, which will also furnish | 
an income of $90 a month for mar- 7 
ried and $65 a month for unmar- 
ried veterans. 

In the government’s on-the-job | 
training program, the veteran will f 
be paid either the $90 or the $65 by 
the government and the employer 
will add to that to give the trainee 
a living wage, to be approved by 
the Veterans administration. State 
and regional associations can have 
their member yards designated 4 
on-the-job training establishments 
by applying to the state Board of 
Education having jurisdiction ove! 
their yards. 
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NRLDA's Three Point Educational Program 


Effort on the part of state and regional associations and dealers to 
1 have 30-day course added to curriculum of universities and colleges 
a 


Written lesson material to be avialable to lumber dealers throughout 
y, the country for class instruction of new employees or for related train 
® 


Development of supplementary and advanced material for use in the 
3 lumber yard, whether or not employees have taken the course, and 
® prepared by manufacturer associations. 
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IT'S WHAT'S Onsite THAT COUNTS ! 


OU JUDGE a camera on performance. And the 
precision-engineered parts inside the camera decide 
its quality of performance. 

In building materials, too, it’s what's inside that counts. 
For example—the long, wiry sugar cane fibres in the core 
of so many Celotex building and insulating products. 

These closely-woven fibres imprison millions of mi- 
nute air cells which create the ideal insulating qualities 
of Celotex board. 

Examined under a magnifying glass, the serrations on 
each sugar cane fibre—more like bamboo than any other 
domestic fibre—look like small interlocking fishhooks. 
These multiple, matted, interlocking hooks are the rea- 
sons for the superior structural strength and durability 
of Celotex products. 

All Celotex cane fibre products are specially processed 
to make them water and vermin resistant. All are easy 
to handle, easy to apply, economical to use. 

Remember, too—on hundreds of thousands of jobs, 
these Celotex products have proved beyond any doubt 
that they have the inside quality that counts. 


CELOTEX CORPORATION 
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Zuich Facts on Celo-Siding 


A typical Celotex cane-fibre building product 


Ideal for most low-cost building. Does 4 jobs in one 
application: 1. Sheathing 2. Insulation 3. Exterior Finish 


4. Structural Strength. 


Tongue andGroovejointon 
long edges of 2’x 8’ panels. 
Core of genuine Celotex 
Cane Fibre Board furnishes 
structural strength and in- 
sulation. 

All edges and sides sealed 
against moisture by coat- 
ing of asphalt. 

Extra coating of asphalt on 
exterior side. 

Exterior surface of firmly 
imbedded mineral gran- 
ules, providing durable, 
colorful finish. 


Colors: Green or Bufftone. 


Sizes: %” thickness—4’ x 8’ with square edges. 7” 
thickness—2’ x 8’ with T & G joints on long edges. 7” 


thickness—4’ x 8’ and 4’ x 10’ with square edges. 


CHICAGO 


ILLINOTS 


5| 








Complete Wallpaper Department Brings 


In Remodeling Jobs for Lumber Dealer 


op HovuGH MANY building. material dealers shy 
away from wallpaper on the basis that it entails 
too much detail work and is accompanied by too low 
a profit, Eberhardt Lumber company, Salina, Kans., 
has found a 70-pattern wallpaper department the most 
open road to profit- 
able remodeling work, 
according to Frank 
Eberhardt, president. 

This dealer main- 
tains a drive-in build- 
ing materials yard 
only a block off Sa- 
lina’s main _ street, 
where all materials 
are grouped conven- 
iently around a U- 
shaped drive _ into 
which farm and local 
customers can bring 
their trucks and auto- 
mobiles to pick up 
lumber, glass, mill- 
work, wallboard and 
other materials. <A 
small, but modern 
showroom is located 
to the left of the en- 
trance, more than 
half of it given over 
to the display of 70 
rolls of wallpaper 
shown in looped sam- 
ples. Mr. Eberhardt 
constructiod his own 
display fixture, con- 
sisting of a sloping 
panel which conceals 
fluorescent lighting 
above. A novel fea- 
ture of this panel is 
that over each verti- 
cal roll of wallpaper 
is a segment of wood 
showing paint sam- 
ples—from a large 
paint department at 
the rear of the store. The customer thus can choose 
both paint and paper for redecorating a room without 
moving away from the wallpaper display board, since 
all paint colors are shown in small sections along the 
top. 

Prior to the war, the wallpaper department was 
merely a profitable sideline which had always paid 
its way, according to Mr. Eberhardt. Wallpaper was 
sold to town residents for repapering their homes, to 
farmers modernizing their houses, and was advertised 
regularly in a weekly newspaper covering both Salina 
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Attractive displays of wallpaper, shown 
by salesmen who can talk intelligently 
on interior decorating, will be appre- 
ciated by women customers who will 
return for other household purchases. 


and surrounding farm counties. With the most ample 
stock in the city, and all selling done by the same 
salespeople who handle other building materials in 
the yard, the wallpaper department worked out very 
well over the past twelve years. “We found that the 
basic requirement is 
salespeople wel] 
enough acquainted 
with interior decorat- 
ing to advise custom- 
ers intelligently,” Mr. 
Eberhardt said, “and 
we have spent enough 
time with this work 
that we can send any 
of three people out to 
the customer’s home 
to help her select 
wallpaper and _ paint 
with confidence.” 
Now, for postwar 
selling, the wallpaper 
department has 
emerged from its 
sideline position to 
one of real importance 
in obtaining remodel- 
ing and repair work 
in the home. “The 
farm and local cus- 
tomers who come in 
to buy wallpaper have 
proven to be our most 
direct source of re- 
modeling work,” Mr. 
Eberhardt said, “be- 
cause the purchase of 
wallpaper, of course, 
signifies that the cus- 
tomer is_ interested. 
Consequently, when- 
ever a wallpaper cus- 
tomer appears, wé 


sively he plans to fix 
up his home, and offer 


the services of one of our people to help him with it. } 


Often, we find that a man originally contemplating 
merely repapering one room can be sold on papering 
the whole house, adding new millwork, windows and all 
such improvements. We have doubled our wallpaper 
advertising space, and are doing 50 percent of our 
remodeling business with farmers as a result of wall 
paper merchandising.” 

The wallpaper department can be one of the most 


eye-catching sections of the store through the use of § 


interesting display fixtures which the dealer can build. 
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House Plan No. 806 
21,470 Cubic Feet 
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House Plan No. 810 
16,800 Cubic Feet 
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10,000 DEALERS 
CAN’T BE 
WRONG! 


SANDER RENTAL 


S 
DEPARTMENTS MAKEW*CR Aso 
Don’t experiment —follow the lead of thousands of Paint, 
Hardware and Lumber Dealers who have proven that Clarke 
is the complete answer to an efficient, continuous-profit rental 
department! 

Get the facts on the Clarke line of Sanders, Edgers and 
Polishers — the valuable merchandising helps for Clarke 
dealers —and the Clarke Plan for success- ; 
ful rental department operation. Write 

Right: 

The famous 

Clarke MV-8 
Rental 


Sander. 


Above: 
The Clarke 


high-speed V-5 
Reneal Edger. 


1B. @ ce oo OL O) Queen 

First step to a 
profitable Rental 
Department — send 
for FREE copy! 


SANDING MACHINE CO. 
Pieneers in the Rental Field 


46 CLAY AVENUE @ MUSKEGON, MICHIGAN 





Here’s the Sacy Way...| 
Eaey-Veyor Cuts Costs 50% | 


@ Thirty to 40% of your overhead costs are 
in the handling of materials. Operators who 
are conveyor-wise, put at least one-half of 
these costs in the profit column. 


Easy-Veyor is engineered to cover the en- 
tire gravity conveyor field. There is a style 
and size of Easy-Veyor to solve any of your 
handling problems. 


You can't miss with Easy-Veyor. It elim- 
inates the empty trip back! 


Representatives everywhere. An Equipment Engi- 
neer will personally call on you. No obligation. 


For further information write to 


EQuipMeNnt. 
ENGINEERING Co. 


St. Charles Illinois 
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Complete working blueprints and specifica- 
tions of any house design published in this 
magazine are now available at $5 per sef. 
Two sets of plans for the same house are $8, 
three sets $10, four sets $12 when ordered 
at the same time. All the blueprints are in 
a convenient 12x18 inch size and meet all 
FHA requirements. Please order plans by 
number, enclosing payment and address to 
American Lumberman, 139 North Clark street, 
Chicago 2, Ill. 
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Fiouse Plan 
No. 816 
26,125 Cubic Feet 
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House Plan 
No. 804 
20,650 Cubic Feet 
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House Plan 
No. 794 
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After passing through the trimmer lumber 
leaves the sawmill on the green chain where 
it is graded for the first time. Timbers are 
removed here, but all other items continue 
through the sorter and kilns. 




















2 To maintain Neils’ quality these items will 
be graded again when removed from the dry 
kilns and again when surfaced or run to 
| pattern. 
No. 37 in a series on modern lumber manufacturing. 
J. NEILS LUMBER COMPANY 
Klickitat, Washington Member Western Pine Association Libby, Montana 
ou as your 
™ Cc 
® WAN EE ED 


@ WINSTON: SALEM 


KD furniture dimension stock worked to 
pattern and cut to length. We have a 
large and growing demand for this mate- 
rial and can handle large quantities of it. 
Write or wire us what you have to offer 


"Phone 8115 


We specialize particularly in special worked furniture and industrial 
cut stock, cut-to-length cleats and crating and in plywood. 


NORTH CAROLINA 





| } — Also, we handle a large amount of commission business in regular 
items in Southern Pine, Western Pine, Spruce and Douglas Fir, including 
Douglas Fir Plywood. 


We need additional connections with Pecan Floor- 
ing producers. Can use several cars immediately. 











Mills that are looking ahead and are interested in effective, permanent 
representation in our territory should contact us at once. 





AMERICAN LUMBERMAN, August 3, 1046 





TO OUR CUSTOMERS 


We are extremely grateful to the 
many customers who have availed 
themselves of our service. We want 
each and every one to know that 
his business has been personally 
appreciated. We have been doing 
our utmost to meet the needs of all 
customers insofar as possible—and 
will continue to do so. However, 
the volume of orders now being 
offered us is such that we must 
solicit a little breathing spell—and 
ask your forbearance. For the time 
being we are unable to add any 
new business—until we can 
broaden our sources of supply — 
when we shall hope to serve you. 


.N. BAGNAL 


© Fa 10) Givi. LeTo) WINSTON-SALEM I, N. C. 






WASHINGTON 
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What the Revised OPA Bill Will 
Mean to the Retailer 


The second-try OPA bill, signed 
“with regret” by the President, is 
now at work. That is, if work is 
the right word. 

The Calendar asked a Washing- 
ton leader of this industry in what 
position the new law had put re- 
tail lumbermen. “That,” he said, 
“is easy. It’s put them in the po- 
sition of being mad as hell.” 

The industry, as you know, has 
believed in and worked for the lift- 
ing of price regulations, with the 
possible exception of rents, as of 
right now. It did not want the law 
renewed beyond the June 30 dead- 
line. Under the new law, the reg- 
ulations are due to be lifted within 
a year or less. 


PRICES GOING UP 


Flood of increases were 


expected regardless of OPA 


It’s in the cards that prices are 
going to rise, regardless of laws, 
regulations and ceilings. In fact 
one of the first acts of the revived 
OPA was the issuance of a flood of 
price increases. Prominent lum- 
bermen say that the partial decon- 
trols, worked out by logrolling tac- 
tics in Congress, are certain to un- 
balance the national economy and 
to create erratic inflationary pres- 
sures. 

It’s been a curiously muddled 
performance. A majority of Con- 
gress, we’re told, believed that price 
regulation should be continued un- 
til supply was reasonably in bal- 
ance with demand. A hope, but 
hardly a working formula. But 
the legislators held the Bernard Ba- 
ruch theory that all parts of the 
national economy, including wages, 
should be under the control pattern 
and that taxes and the management 
of public finances should be consid- 
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ered as supplementary devices of 
regulation. 

But the Baruch line couldn’t be 
held or at least wasn’t held. Wages 
escaped. One factor after another 
managed to shake loose, partly or 
wholly, from regulation. Soon there 
were raw materials moving in a rel- 
atively free market, while finished 
products made from these materials 
were under ceilings. 

Congress took a look at this sorry 
mess, wondered if any change 
wouldn’t be an improvement and 
began to consider taking off all the 
controls. But at this point an- 
other factor came into the equa- 
tion. For reasons of their own, a 
resounding majority of private citi- 
zens wanted price regulations con- 
tinued, at least for some months. 
There can be little doubt that this 
is true. 

Mr. Roper, whose own measure- 
ments of popular opinion have been 
highly accurate, has pointed out 
that every reputable poll in the 
country found about 65 percent of 
U. S. citizens favoring the con- 
tinuation of price controls. No 
congressman is going to battle that 
kind of a majority. 

The result is a piece of patched 
legislation that makes nobody 
happy. Will it work? That is a 
guess. Mr. Porter thinks it will. 


NEW OPA 


Lumber industry in about 
the same spot as June 30 


Meanwhile, here are a few esti- 
mates of the probable impact of 
the new law upon this industry. 

In general terms of regulation, 
the lumber industry is about where 
it was on June 30 when the old law 
expired. Sure enough, among the 
flood of orders issued by the re- 


vived OPA there were a number of 
price increases on building mate. 
rials. Increases, large or small, 
were registered for gypsum tile and 
hollow block, plywood logs, an item 
or two of Southern pine, several 
items of fiber insulation board, 


packaged cement and the like. No ff, 


doubt other prices will be adjusted. 


Nonetheless, the old pricing home-  “S 


stead will look to lumbermen very 
much as it did at the end of the 
fiscal year. 


CEILING LIMITED 


No extra mark-up allowed 
on high-cost July stock 

Dealers have been asking about 
lumber bought during the first 25 
days of July at prices above the 
ceilings. Of course those deals 
were legal, since the law had ex- 
pired. But the question now is 
about resales at the reimposed ceil- 
ings, something painful to contem- 
plate. Will there be any allow- 
ance or adjustment, permitting the 
distributor to sell his high-cost 
stock at a reasonable mark-up? 
Will he be given a period of grace 
to dispose of it before the ceilings 
are put into effect? Sorry, but it 
seems the answer is no. The ceil- 
ings have been reimposed, and that 
appears to be that. 

This page has seen no estimate 
of the amount of lumber bought by 
retailers at above-ceiling figures, 
but common belief in Washington 


is that on a national scale the fig: & 


ure probably is not large. Many 
retailers held back, waiting to se 
if the law was extended. A smaller 
number, we’re told, did plunge. 
We’ve seen no formal order about 
it, but the general understanding 
is that there’ll be no temporary 
lifting of regulations to permit 
special disposition of high-cost 
stock. 

Incidentally, it seems that a nul 
ber of retailers have encountered 
some trouble in regard to hardwood 
stocks and VHP-2, the regulation 
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22,800 working days devoted to the manufac- 
ture of Bilt-Well Woodwork coupled with 80 
years of service concentrated on the problems 
of America’s home builders; 4 score years of 
concerted effort producing better, better, and 
better woodwork designed specifically for the 
purpose it is to serve. 


Grand-dad worked a lifetime; father followed 
in his footsteps and is nearing the fifty year 
service mark; and son is now carrying on, too, 
with the designing, building, and perfecting of 
Bilt-Well Products. One, two, three generations 
of master craftsmen. 

The ‘‘what’’—‘‘why”’—and ‘“‘know how” of 
good American building are evident in every 
Bilt-Well Product Development. 

Bilt-Well standards are set high to insure the 
best. In 1866, and still today, Bilt-Well has been 
justifiably proud of its fine quality materials, 


expert and advanced design, and superior 
craftsmanship. 


Carr, Adams €- Collier Co 


DUBUQUE, IOWA 
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Although practical builders agree that the 
Grand Rapids Invizible may be quickly and 
easily installed, {hey have learned also of its 
added advantages in durability and depend- 
ability in operation from actual experience. 
They found that 10 sizes meet 95% of all 
residential requirements, and that, being inter- 
changeable, they fit both left and right sides 
on the upper as well as the lower sash, and 
that Grand Rapids Invizible is fully guaranteed. 
Installation necessitates only a few simple steps. The 
frames require no machining, nor any cuts in the sash 


except a full height, round bottom groove in the sash 
stiles. 


SEND FOR INVIZIBLE SASH BALANCE CATALOG 


which contains complete information on sash balance 
sizes, directions for installing, etc. All fully illustrated. 















GRAND RAPIDS SASH PULLEYS 


No. 103 face plate, cone bearing 
type and Nos. 175, 109, 110 
sawtooth drive type sash pulleys 


cover 95% of all sash pulley 
requirements, 





GRAND RAPIDS HARDWARE COMPANY 
GRAND RAPIDS + + MICHIGAN 
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issued by the CPA. These dealers 
bought some hardwood when price 
controls were off, intending to use 
this stock for construction purposes. 
Then along came VHP-2, prohibit- 
ing the use of certain hardwood 
species, grades and sizes for con- 
struction. The idea was to channel 
the stuff into flooring manufacture 
and to get the flooring used in 
building houses for veterans. The 
order specified that stocks in deal- 


ers’ possession could be sold to any 
buyer until Aug. 1. But not all had 
been disposed of by that date. Some 
dealers with a relatively small 
amount on hand are having a fairly 
hopeless time in getting it sold to 
flooring manufacturers. 

Well, it’s fairly clear that this 
stock isn’t going to be frozen per- 
manently in retail yards. That 
would be a great help, all around! 
This page is told that the thing for 
such a retailer to do is to apply 
to the CPA for permission to sell 
this hardwood for other than floor- 
ing manufacture. There’s the com- 








Moore 


Lincoln Lumber Co., 
Lincoln, Wash., cutting 25 
million feet of lumber per 
year on waters impounded 
by the Grand Coulee Dam, 
has installed six Moore 
Automatically Controlled 
Cross-Circulation Kilns for 
seasoning the entire mill 
output. 


If you are interested in kiln drying 
and wish to be placed on our mail- 
ing list, send us your name and 
name of the firm with which you 
are connected. 





Man-Made Lake Near Coulee Dam 
Is Log Pond For Mill Operating 
Cross - Circulation Kilns 


MOORE DRY KILN COMPANY 





These Moore Cross-Circu- 
lation Kilns will soon pay 
for themselves. By season- 
ing lumber before shipment, 
the management has saved 
considerable on _ freight 
rates, in addition to improv- 
ing quality and reducing 
drying costs. Write today— 
no obligation. 


Largest Manufacturers of Dry Kilns and Veneer Dryers 


JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 


ote) #30 ia KILNS 








plication that the user must algo 
apply for permission to share jp 
the deal. It may take some arg. 
ment; but a retailer with such stock 
and with an honest story will get 
a hearing. 


ABSORPTION ORDERS 


SCHR RN ARERR ce, ARUN BMRA mS 


Retailers take increases | 
set at production level [7 
The NRLDA tells us that with § 


a few minor exceptions the retail 
industry will have to keep on ab. 
sorbing those price increases, set 
at the production level, that the 
distributors were absorbing as of 
June 30. The following statement 
is in the new law: “In establishing 
maximum prices applicable to 
wholesale or retail distributors, the 
Administrator shall allow the aver- 
age current cost of acquisition of 
any commodity, plus such average 
percentage discount or mark-up as 
was in effect on March 31, 1946.” 
It happens that practically all the 
absorption orders, applying to lum- 
ber retailers, were in effect before 
March 31. So these deductions from 
the retailer’s margin had already 
conditioned the percentage of mark- 
up. Sure enough, it looks as 
though the OPA wouldn’t be al- 
lowed to hang any more shiners of 
this kind on the retail eye. Should 
the agency allow an increase in 


price at the production level, after Ff 


this time, and should it endeavor 
to require the retail industry to ab- 
sorb the increase, this would reduce 
the percentage mark-up in effect 
on March 31, 1946. And _ that, 
brethren, is now against the law. 

The word “average’”’ in the sen- 
tence quoted above was put into 
the text by the conference commit- 
tee but wasn’t officially explained. 
One guess is that it’ll give the 
agency the right to fix a general 
figure to represent the ‘average 
current cost of acquisition” and an- 
other general figure to represent 
the “average percentage discount 
or mark-up.” Otherwise the OPA 
would have the hopeless task of de- 
termining from hundreds of thou- 
sands of invoices the actual cost 
of acquisition of the goods involved 
in millions of sales and of figuring 
the actual mark-up followed by 
each separate yard. 


NLMA DEPRESSED 


| 
| 
‘ 
; 
t 
i 
t 
1 
i 
' 


Schedule of operating costs [7 
set by OPA unsatisfactory 


The NLMA is_ profoundly de- 
pressed by the way in which the 
new laws deals with the pricing of 
logs and lumber at the production 
level. Apparently there was al 
honest effort to compel the OPA to 
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Genuine McDonough Carriage Dogs 


are made for long and efficient service. 
They have never been equalled for 
strength, toughness and wearing qual- 


ity. 


Forged from tool steel, specially tem- 
pered and carefully finished, they will 
last longer than any other. 


McDonough dogs are ground to con- 
form to the original templates, assuring 
correct tooth design and maximum log 
holding capacity. Insist on the mark 
“GENUINE McDONOUGH.” 


McDonough 


Manufacturing Co. 
INCORPORATED 1888 


Eau Claire, Wis. 
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Shevlin Pine Sales Company 
SELLING THE PRODUCTS OF DISTRIBUTORS OF species 
*THE McCLOUD RIVER LUMBER SHEVLIN PINE 
COMPANY VLSULY PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA} 
*THE SHEVLIN-HIXON COMPANY __ EecunvE CricE 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
_“Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
Son, FES SPR DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
Z_ 1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
DPandeecta Pare Woodwork Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 











ENTERPRISE SAWMILL MACHINERY 


Meets the demands of experienced operators for 
efficient, accurate production at low cost. .Solve 
your increased output requirements with an Enter- 
prise. Send details of your set-up for our recom- 
mendations and prices. 





ciples of design and construction for 


- 
| 
| Quality—built to tried and proven prin- 
| Profitable operation. 














_THE ENTERPRISE CO., 328 Main St., COLUMBIANA, OHIO 
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set these prices so that producers 
of 90 percent of softwood logs and 
lumber would recover at least their 
costs of production. 

Note that hardwoods are not in- 
cluded. But, as we get it, the con- 
ference committee tinkered with 
the language of the original 
draft in such a way that the OPA 
can use the original cost or book 
value of the stumpage, instead of 
the current market price of the 
standing timber, in figuring out 


this business of the 90 percent of 
production and its recovery of op- 
erating cost. 

Here’s a comparison: There’s a 
story that Manhattan Island was 
bought from the Indians for $24. 
That’s the book value. The gov- 
ernment pays about two percent 
interest on the money it borrows; 
so this can be used as a standard 
of return. Hence, if the owners of 
Manhattan Island get back a rental 


of only forty cents a year, should: 


they kick? 

Vice-President Colgan, of the 
NLMA, apparently hasn’t worried 
about the ground rents of Mon- 
hattan; but he has this to say 





and ridiculous. 


Yellow Pine 


KIRBY BUILDING 





problem will be much the same. 
that time to arrive, you can be assured of this: that what 
is done about distribution will be fair and square, and fur- 
thermore, that there will be no sacrifice in the grading or 
the quality of Kirby lumber. 


LUMBER 
CORPORATION 


How Would YOU 
Divide a Pie into 


Forty Pieces? 


If you are one who believes it 
never should be done, and that 
FOUR is a good number to use in 
cutting up a pie, we agree with you. 
But forty — that is both fantastic 


So too, when TEN buyers vie for each car of KIRBY lum- 
ber that is made — that too is fantastic. 
tion which we face every day in the week. 


Yet it is a situa- 


Until supply and demand are more closely balanced, the 


While we are waiting for 


Southern Hardwoods 


"A Wood for Every Purpose” 


HOUSTON, TEXAS 








about the new price law: “I be. 
lieve it is obvious that this bill is 
a terrible mistake. . 
day breathing spell, 


. . In the 25. Bf 
the normal § 
pressures of free markets had al. f 


ready begun to iron out some of — 
the worst absurdities in the lum. Ff 
ber price schedules, and the black Ff 
market was reeling under the im. § 


pact of free prices. Molding plants, 
shut down for years, went back 
into production. And now we're 
right back where we started, with 
an even more unworkable law than 
before. God pity us!” 

The law in regard to suits for 
recovery in non-willful violations 
of pricing regulations seems to 
have been humanized. Some of the 
reported performances of the com- 
pliance division, prior to June 30, 
are hard to credit. 


W-E-T BILL 


Six parts of long-range 
housing program outlined 


Not too much point in talking 
about the Wagner-Ellender-Taft 
bill at this juncture, since Congress 
probably will have adjourned by 
the time this copy of the journal 
reaches your desk. Either the bill 
will have been passed, or it’ll be in 
suspended animation until the 80th 
Congress assembles next year. But, 
whether it’s passed at this time or 
is sidetracked for the coming elec- 
tion campaign, it’s one of those 
things that will not down. No mat- 
ter what you think about it and 
the theory of government it repre- 
sents, you’re going to have plenty 
of chances to stand up and be 
counted for your side. 

The lumber and building indus- 
tries, as you know, are in the main 
opposed to the bill, chiefly because 
it is a long step toward the kind 
of nationalized housing developed 
in England, but also because the 
bill itself is a hastily and loosely 
compiled affair. Lumbermen who 
have followed the compilation of 
the bill say it contains many provi- 
sions, each of which has some legis- 
lative support. In other words, 4 
Congressman will vote for one of 
these omnibus bills, in order to get 
his pet project enacted. Knowing 
this, the authors of such a meas- 
ure sweep together all sorts of pro- 
posals, whether or not they add 
up to a unified bill. Sometimes by 
following such a plan it is possible 
to get a legislative majority lined 
up for a proposal, no part of which 
if it were broken down and the 
sections presented singly would 
command more than a smal! ml- 
nority of the votes in either House. 

A Washington newspaper that is 
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supporting this W-E-T measure de- 
scribes it as being divided into six 
parts, each with its own special 
mission. First, it combines all Fed- 
eral housing activities in a single 


agency. Second, it promotes home 
building by private individuals and 


companies by means of liberalized - 


loans, investment insurance and the 
like. Third, it provides govern- 
ment loans to localities for slum 
clearance. Fourth, it provides low 
interest farm building loans 
through the Department of Agri- 
culture. Fifth, it sets up a public- 
housing program. Sixth, it sets up 
the financing of technical research 
by the government. 

This industry has called atten- 
tion to the fact that when the Pat- 
man bill came up it was declared 
to be the only legislation needed 
to get 1,250,000 homes for veterans 
at a reasonable price. That bill was 
enacted. Apparently it did not 
work for the same plea has been 
advanced for the W-E-T bill. The 


industry also calls attention to the 
fact that the consolidation of all 
Federal housing in a permanent 
housing agency was the purpose of 
Reorganization Plan No. 1, sent to 
Congress by the President and re- 
jected by both the Senate and the 
House. The same plan, incorpo- 
rated in this omnibus bill, has 
passed the Senate; and this ano- 
malous performance gives some 
weight to the charge that if the 
bill were separated into its six 
parts, and if each part were pre- 
sented separately to Congress, sev- 
eral and perhaps all of these sec- 
tions would be rejected. 

However, it isn’t smart to jump 
to a passionate conclusion about 
the relation of the Federal govern- 
ment to housing. This subject 
probably reaches farther into the 
future and has more bearing upon 
the theory and practice of govern- 
ment than any other matter that 
came before the 79th Congress with 
a single exception. That exception 
of course was atomic power. The 
fields are quite different; but you’ll 
continue to hear plenty about both 
subjects. And, for that matter, 
there are some potent aspects of 

the housing problem that can be 


put forward honestly and power. 
fully by proponents of Federal 
housing control. 


VETERANS’ HOUSING 


Lumber industry might look 
into ex-Gl's requirement; 


Np OP LP NRT 


sat 


= 
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The veterans’ housing program 
has slowed down to a shocking slow P 


pace. 
charged. 
gram, scheduled to produce some. 
thing like a quarter of a million 
units this year, apparently weighed 


Lack of materials is usually 7 
The prefabrication pro. f 


in with less than 15,000 during the 


first six months. It should be said 


that the undertaking is beginning 


to roll. 


No matter what any of uw — 


think about this type of house — 


there’s a good chance that within 


a few years most low-priced and : 
many medium-priced homes will be F 


factory built. 


ing and erecting these houses. 


Veterans’ organizations are get- } 


ting restive and even loud. A good 
many lumbermen, however, admit 


privately that they don’t really 


understand what the service men 
want, wonder if the veterans then- 
selves know. Somebody needs to 
do some “research” in this field. 


It should be done by this industry. f 





ROLL-OFF 


LUMBER TRUCK BEDS since isis} 


Complete Beds Shipped KD 
EASILY MOUNTED 
Write for Catalog & Prices 








“The Active Truck Is the Money-Maker’ 











Smart retailers are F 
investigating the business of sell- F 
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The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO.| 








FOR SALE 


Mill Ceiling Prices. 


have you. 


5800 S. Boyle Ave. 








Ponderosa Pine 
Car Lots--Direct Shipment. 


In exchange for any of the following woods: 


Maple, Birch, Oak, Beech, Ash, Gum, Walnut, 
Poplar, Magnolia, Pecan, Hickory, or what 


To be bought on the same basis. 


Penberthy Lumber Co. 


Los Angeles 11, Calif. 

















J. W. Wells Lumber Co. 


Montgomery |, Alabama 


Southern Hardwoods and Pine 


ote 


Manufacturers 





— 
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TARTER, WEBSTER & JOHNSON, INC. 


No. 1 Montgomery St., San Francisco e- P.O. Box 1731, Stockton, Calif. 





Manufacturers ot 


Ponderosa Pine, Sugar Pine, White Fir, Incense Cedar 
Lumber, Mouldings, Cut Stock 


LANE 


Trade Mark Reg. U. 8. Pat. Off. 














HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 








Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 


e ful dogs. Friction or Belt Feed, as preferred. 
High Grade Northern Hardwoods Ball Bearing arbor, and roller bearing Feed- 
works if desired. 
ne . Various sizes and dogs to meet your needs. 
Custom Kiln Drying 
e years’ experience in building Saw 
& Mills and woodworking machinery. 


Members: M. PF. M. A. N. ML A. NLM. OM. A. 


OCONTO, WISCONSIR | LANE MANUFACTURING CO. 


MONTPELIER, VT. 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 














Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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Truer Words Were Never Spoken 


CONSPICUOUSLY displayed by 
Higgins and Coufal Lumber 
company, Schuyler, Neb., as re- 
ported by Frank Hughes: “Nearly 
all men can stand adversity but if 
you want to test a man’s character 
give him power.”—LINCOLN. 

The current Washington scene is 
a bright and shining example of 
the wisdom of the Great Emanci- 
pator’s statement. Give a lot of 
little men a great deal of power 
and see what happens. Could any- 
thing be demonstrated more con- 
clusively than the chaos which has 
resulted from the trial-and-error 
efforts made by political-minded 
“experts” to help industry recon- 
vert from all-out wartime produc- 
tion to peacetime activities. It is 
to the great credit of American 
businessmen that they are doing 
the job in spite of Washington . 
not because of the “assistance” 
they are getting from the countless 
overlapping bureaucratic agencies. 
The sooner production is unleashed 
and competition takes over, the 
sooner we shall have plenty of 
everything at prices which the 
average consumer can afford to 
pay. 

* * * 

Competition — not bureaucratic 
controls—will straighten things 
out quicker and better than all the 
master minds in Washington. 


“ * * 
"Call the Lumber Number" 


WE: LIKE the way Keystone 
Lumber company, Pitts- 
burgh, Pa., keeps hammering the 
“lumber number” (Hemlock 0700) 
home in its excellent advertise- 
ments which appear regularly in the 
daily papers. But there is far more 
to the ads than the euphonious 
phrase. No mail order house or de- 
partment store in Pittsburgh, or 
any other city, has anything on the 
Keystone people when it comes to 
advertising technique. Fourteen 
items are described and priced in a 
two-column, ten-inch ad carrying 
attention-arresting head and tail 
pieces and two illustrations. You 
can’t miss it regardless of how 
many other ads may be on the page. 
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Featured under “For A _ Cooler 
Summer Insulate Now:” rock wool 
batts, micalite pellets, loose rock 
wool, Kimsul. “No Down Payment 
—36 Months to Pay.” Handy home 
needs include house paint, Paratex 
for floors, Plasti-Kote, Texolite 
“300”, Acquella waterproofing for 
basements, slate flagging, trellises, 
garage door hardware, modern 
kitchen units—all priced. Sounds 
like a lot of merchandise for 20 col- 
umn inches of space, but each item 
sticks. out like a sore thumb. A 
mighty fine job of lumber yard ad- 
vertising. 
* * * 

How big an inventory would you 
pile up if you could buy as much 
lumber as you need at today’s 
prices? Or anything else for that 
matter. 

% * * 

Too Many or Too Few 

ITH LUMBER yards threat- 
ening to close in some areas 
because they have “nothing to sell,” 
new yards continue to spring up 
in spite of the shortages of ma- 
terials. In southern California alone 
more than 200 retail yards are said 
to have opened since VJ-Day. 
Strangest of all is the fact that the 
majority of yards everywhere are 
ahead of last year in sales volume. 
“Nothing to-sell” has become a fig- 
ure of speech. Litera] translation: 

“Not enough to sell.” 

* * * 

By this time it has been dem- 
onstrated thoroughly that you 
can’t legislate the veterans’ 
homes, or anything else, into ex- 
istence. It still takes building ma- 
terials and plenty of manpower to 
construct homes. 

%..& % 


‘What's the Answer? 


‘THE ANSWER to the competi- 
tion of’ the future is the same 
as the answer to the competition of 
yesterday ... better lumber mer- 
chandising. There is no other way 
out. If the lack of competition has 
softened your merchandising mus- 
cles, now is the time to go into 
training. If production is per- 
mitted to come to full bloom, you'll 
need to be rugged to run the hard 
race. If not, you’ll need to be even 
more vigorous in order to survive. 
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Big Three for Farm Homes 


UCCESSFUL FARMING 
magazine says farm houses 
need to be different from urban 
homes in three important respects: 
(1) front entrance on the drive to 
avoid embarrassing kitchen - door 
surprises for host and hostess, (2) 
central rear hall so that the family 
can go anywhere in the house with- 
out tracking through kitchen, (3) 
workroom for laundry, canning, 
cream separating, quick cleaning 
up after being in the field—a room 
with an outside entrance. 
A good measuring stick 
plenty of sales appeal. 


with 


% % * 


“Construction is doing better— 
but not good enough. Too many 
curbs,” says Forbes magazine. 
Right! 


% * * 


The Makings of a Big Market 


OMEBODY HAS CALLED at- 
tention to the fact that the 
future of the small contractor 
seems to be assured for many years 
to come since he will be kept busy 
repairing the so-called homes being 
built for veterans today by Jerry 
builders with off-grade materials. 
All of which brings up the question 
as to how many veterans really feel 
they are being given a square deal 
when quoted the price on that tiny 
box-like structure which somebody 
tries to sell them for twice as much 
as it is worth. “Taking care of the 
veterans’ home needs” in this man- 
ner may not turn out to be such an 
excellent vote-getter after all. 


* * * 


Being able to take it easy at 
home seldom comes from taking it 
easy on the job. 


* + * 


"Way Out in Arizona, Too! 


HILE WE ARE on the sub- 

ject of tomorrow’s competi- 

tion, we just read that two years 

ago there were 90 retail lumber 

yards in Arizona. Today there are 

160 and to this number there is be 

ing added on an average of one neW 
yard a day. 
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Baker, Oregon 


Pioneer eastern Oregon mill—in operation 57 
years. Under our sustained yield plan of opera- 
tion, the past 57 years of performance is just 


a starter for future delivery of our products. 


— 


Manufacturers 


Famous “John Day” 
Ponderosa Pine 


Since 1889 





Oregon Lumber Co. 





Aoniang PAYS OFF! 


Accuracy, speed, stamina! These 
essential qualifications of tennis 
champions also apply to dependable 
sawmills. Concentration yard men 


find Corley-cut lumber is accurately : \y 
cut, smooth, uniform lumber — the as 
kind that ‘wins consumer friends — eel 


lumber that builds sales. 


_ When competition 
is keen once again, 








CORLEY MILLS 
v cur 


someone must be the 
loser. Don’t let it be 
you. When top qual- 
ity lumber is a must 
—you’ll insist on Cor- 
ley-cut lumber. 

















\  Mansfacturerss 

























































OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 









District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 

No. 24 Welwyn Road P. 0. Box No. 85 

Great Neck, L. L., Crystal Lake, Ml, 
New York 


Member Western Pine Assn. 
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Receiver’s Sale 


Valuable Saw Mill and 
Dimension Mill 


At public auction on the 20th day of August, 1946, at 
10:00 A.M. Eastern Standard Time at Dailey, West Vir- 
ginia, the following will be offered for sale: 


10,000,000’ annual capacity band saw mill, 1,500,000’ 
lumber on stick in yard. 3,000,000’ capacity lumber yard 
and tracks. 6,000,000’ annual capacity dry kilns, standing 
timber and logs, 3,600,000’ annual capacity dimension mill, 
now operating. 
with 300 acres of land, now operating, including all equip- 
ment and supplies. Also large stone Trade Center build- 
ing containing confectionery, post office, general store, 
restaurant and office. Gasoline filling station, garage, large 
warehouse and potato storage, including equipment and 
supplies. Floor space saw mill and dimension mill 88,000 


square feet. 


of 


Also limestone quarry and crushing plant 





LOCATION 


Dailey, West Virginia, on United States Routes 
219 and 250, eleven miles South of Elkins, West 
Virginia, the county seat of Randolph County. 
All properties are either located adjacent to or 
within easy access of the Western Maryland Rail- 


road. 





Lumber and timber will not be sold separately. De- 


tailed description of property and terms of sale supplied 


upon request. 


Address all communications to A. Spates 


Brady, Receiver of Tygarts Valley Association and Ken- 
wood Corporation, Dailey, West Virginia. 
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Another Piievtick Feature 
BEAUTY-SEAL PLATINGS 


Heavy underplatings seal pores of 
metal to prevent rust and tarnish. 
A heavy chromium deposit is then 
applied, assuring a brilliant finish 
of lasting beauty: Wiping oc- 
casionally with a soft cloth is all 
that is mecessary to retain the 
original brilliance. 
ASK YOUR JOBBER 





U. S.-CANADA 


AMERICAN CABINET HARDWARE 
CORPORATION 


ROCKFORD, ILLINOIS 








































NEW HOUSING REGULA- 


TIONS REQUIRE COMPLETE 
BLUE PRINTS FOR G. I. 
PRIORITIES 





PER N. H. A. REGULATION 
80-3 
JUNE 10, 1946 





PLANS REDRAWN 
TO SUIT NEW 
REGULATIONS 

SECURE BETTER LOANS 


WRITE 


Lumberman’s Plan Service 
120 MACHIN STREET 
PEORIA 5, ILLINOIS 



























Safe Ladder Platform 


A new attachment for ladders 
which increases their safety and 
ease of use is known as Lada-Rest. 
It consists of a ribbed, pressed steel 
platform constructed toward the 








front so that it fits over one rung 
of a ladder, while a sturdy steel 
strap at the rear hooks and locks to 
the next rung above. Because of the 
patented lock, the ladder can be 
moved from one location to another 
without dislodging the platform. 
An additional safety element is in- 
troduced because the ladder has to 
be at the correct angle with the 
wall before the platform is level. 
When purchased in pairs, the sec- 
ond one can be used to hold pails, 
baskets, tools, etc. For further de- 
tails write A. S. Campbell Inc., East 
Boston, 28, Mass. 


Industrial Rubber Products 


A new pocket-size booklet gives 
the complete line of the B. F. Good- 
rich company. This includes flat 
transmission belting, conveyor belt- 
ing, V-belts and sheaves, multi-V 
belts and sheaves, hose and hose 
couplings, adhesives, rubber putty, 
rubber linings, and industrial cloth- 
ing. For a copy of the booklet 
write B. F. Goodrich company, Ak- 
ron, Ohio. 


Building Without Rafters 


A new method for the construc- 
tion of both temporary and perma- 
nent buildings which is said to 
eliminate all need for rafters or 
trusses in the roof and for load- 
bearing walls is described in a re- 
cent release. The new system called 
Ratio Structures, is based on the 
use of a self-strengthening arch, 
supported on a series of free stand- 
ing posts. By its use buildings are 
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erected from the roof down. Con- 
plete freedom in fenestration and 
other openings is said to be af- 
forded, since the outer wall panels 
bear no weight and are actually 
supported by the roof-post system. 
Included in the report are exten- 
sive architectural and engineering 
drawings of all important details, 
as well as some floor plans for small 
houses. For a copy of the report 
write Office of Technical Services, 
Department of Commerce, Wash- 
ington 25, D. C. 


Electronic Moisture Meter 


3eing used to implement the in- 
dustry campaign to reduce avoid- 
able paint failures, the Bradley 
Electronic Moisture Meter, pic- 
tured here, weighs only seven 
pounds and is 9x7x4 inches. Be- 
cause the most damaging moisture 





is usually just beneath the surface, 
the instrument is provided with 
sharp needle electrodes that get 
into the moisture area and imme- 
diately transmit to the instrument 
the electrical impulses that are 
translated into terms of moisture 
percentages. The operation of the 
meter is said to require no special 
knowledge, and its use provides a 
definite means of preventing count- 
less avoidable paint failures. The 
power is self contained, coming 
from A and B batteries. The in- 
strument is available now, and for 
further information write L. R. 
Bradley & company, 25 W. 45th 
street, New York 19, N. Y. 


All-Purpose Paint Thinner 


A new all-purpose paint thinner 
called Reducit is being announced. 
It is said to reduce almost any type 
of paint product except lacquers or 
shellac. It may be used in almost 
any type architectural finish and in 
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THE BEST OF THE FOREST 


Your requirements are our problems. If you do not receive 
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“Lock, Stock and Barrel”—our weekly inventory—write or 


_ phone us today. You’ve got our number! CHESAPEAKE 2786, 
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VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 













Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 

Automatic Lumber Stackers 

Hydraulic and Electric Elevating 
Tables 

Electric Lumber Transfers 









We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 





































(HERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
| plaster. This plastic 
repair material comes 
| 









én powder form... just 
mix with water and 
use. Will not shrink. 
Sticks and stays put. 







WILL NOT SHRINK| 
a 


STICKS AND STAYS pur 
i 














Your jobber 
can give im- 
mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-lb. cans to case. 
Also available in 25, 50 







DURHAM 














COMPANY 
and 100-Ib. drums for in ow eg 
large industrial users. lowa 


= - 


The PLASTIC Repair Material 


in POWDER Form 





It’s Quicker to Repair Saws 
Than to Get New Ones 


We can cut your old saw down, 
if not burned, or cracked in the 
center, and insert one of Simonds 
four popular styles—2!/. or 3 or 
B or F. Saw will be like new 
when we return it. 

It takes 6 to 8 weeks to get a saw 
cut down just now, but it takes 6 
to 8 months to get a new one. 


All kinds of circular saw repair- 
ing. 
J. H. Miner Saw Mfg. Co. 


Meridian, Mississippi 
Incorporated in 1912. 


The Original Miner Service 

































synthetic type paints and enamels. 
It is recommended for use in flat 
paints, house paints, primers, 
undercoaters, varnishes, bulletin 
paints, and all types of enamels. Re- 
ducit has no disagreeable odor and 
cleans brushes quickly and easily. 
It is available in pints, quarts, gal- 
lons, five gallons and drums. For 
further information write O’Brien 
Varnish company, 101 N. Johnson 
street, South Bend 21, Ind. 


with instruction sheet and general] 
data write New England Carbide 
Tool company, 60 Brookline street, 
Cambridge 39, Mass. 





— 
— 





When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 








Steel Joist Brace 


The new Sta-Tite steel joist brace 
is a new advancement in building. 
With one blow of the hammer the 

flange - grip 





ends are driv- 





en into the 








“ wood. The 











Cyclone Drill-Bits 


Made to be used in any standard 
electric rotary drill, new carbide 
tipped cyclone drill-bits are being 
announced, to be used wherever 
holes are to be drilled in concrete, 
brick, cement, wall-tile, plastics and 





general masonry material. 
are said to be light, easy to handle 
and fast and economical in opera- 


They 


tion. They are made in stock sizes 
starting at 3/16 inch up to and 
including 1% inch diameter by 
1/16 inch. For a circular on car- 
bide tipped Cyclone Drill-Bits along 
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flange holds the 
brace in place 
while the nail 
is driven. Each 
brace is a sin- 
gle unit, and is 
said to hold 
4Astrongly in 
4 place with only 
one nail. Once 
in position the 
%, inch flange 

ends bite deep- 
ly into the joist. The braces are 
formed to provide maximum struc- 
tural strength yet are light in 
weight. They are zinc-plated after 
fabrication to make them rust-re- 
sistant. For circulars and _ prices 
write the Carter Machine and Tool 
company, 1233 Broadway court, 
Rockford, III. 


Waterproofing Masonry 


Just how the job of waterproof- 
ing masonry is accomplished is de- 
scribed in a new booklet published 
by the manufacturers of Aquella. 
In it are discussed tests which have 
been made to determine effective- 
ness of waterproofing. Also in- 
cluded are such data as the surfaces 
on which it can be used, the fin- 
ishes produced, the recommended 
number of coats, the preparation of 
surfaces, mixing directions, treat- 
ment of cracks, etc. A copy of this 
booklet may be obtained by writing 
Prima Products Inc., Department 
A9, 10 E. 40th street, New York 16, 
i # 


Appalachian Lumber Production 

Because of the numerous changes 
which have taken place in the Ap- 
palachian lumber industry during 
the war years, a new edition of 
West’s Consolidated List of Appa 
lachian Saw Mills has been pub- 
lished. Many changes have taken 
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Make Waterproofing Profits 


ranetite No. V with TIME-TESTED Ranetite 


Transparent Water- 
proofing for outside 


of any virgin surface Every brick, stone or stucco wall is more or less 
mason finished wall porous and should be sealed against driving 
above grade is easily rains and penetrating dampness and moisture 
applied = “?— with 

$1.25 per qt., n e 

carton; $4.50 per gal., Ranetite No. V 

6 in carton; 5-gal. 

cans $4.50 per gal. Transparent Waterproofing 


Act today to make your store headquarters for 
Ranetite 32-year tested waterproofing com- 
pounds for stopping leaks and _ preventing 
dampness in homes, stores, office buildings, 
apartments, schools, churches, factories. One 
out of every 3 buildings a prospect. Write 
today for Ranetite leaflets and attractive dealer 
discounts. 












RANETITE MANUFACTURING CO. 


1917 S. BROADWAY ST LOUIS 4, MO. 











REG- U.S. PAT. OFF. 


- —" _— 
856.0 & wat. OfM,.. 





—the most durable material for hanging windows 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 
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LET'S GIVE THE CARPENTER A BREAK. 


Mr. Dealer: Here is your opportunity to help the Contractor save labor 
costs in framing his complicated roofs. Just show him our vest pocket 
pany LENGTHS book and you have indeed made yourself ANOTHER 


Anyone can frame a hip, valley, dormer roof in a few minutes if he has 
BUILDERS’ TOPICS RAFTER LENGTHS BOOK. The book is a ROOFERS 
ACTUARY giving —— level, plumb and side cuts for all rafters for 
any even pitched roof. Widths or span from 1*’ wide to 40’. 14 standard 
itches from Y/g to 5/g to choose from. Lengths are figured to closest 
/\6'', angles to closest 1/g degree. Gives cuts to be used on the square 
as well as degrees to be used with radial saws. All the carpenter need 
do is to open the book to his pitch page and there in large print he 
finds his lengths—Side cuts—level and plumb cuts for all his ratters. 
Thus he can pre-fabricate his roof on the ground, no scribing or guess 
necessary—This book is a natural and will be appreciated by Carpen- 
ters and Estimators in your territory. Write today for dealers’ discounts. 


SAMPLE COPIES $1.00 EACH. 


Builders’ Topics Dept. A-L 
310 Medical Arts Building 1117—2nd Ave., Seattle, Washington 


WE are the original teachers of the Framing square in five easy lessons 
y mail. 








Old Growth 


DOUGLAS FIR 
at Its Best 


OREGON - AMERICAN 
Lumber Corp. 


Vernonia, Oregon 
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FOR SALE 


Old Established 


LUMBER and BUILDERS 
SUPPLY BUSINESS 


Located on Ohio River in town of 40,000 population. 

Approximately 12 acres of ground—complete millwork 

plant, lumber sheds, warehouses, railroad sidings. Last 

year’s sales $300,000; have been over $500,000. 

Will sell plant and equipment for $90,000. 

Inventory at market value approximately $40,000. 
Terms if desired. 

Reason for selling: Principals have died, leaving busi- 

ness to heirs. 


Address: BOX 991, CLARKSBURG, W. VA. 

















Johnson Ltd. 


VANCOUVER, B. C. 





Piling A 
Poles aa 
shipped a . 
anywhere i @ 
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WANTED T0 BUY: 


4/, Common & Better 
Soft Southern Hardwoods 


Will be pleased to hear from mills on offer- 
ings for immediate shipment—also for future 
delivery. 





Wood Flour For Sale 


Can supply another concern or two with ex- 
cellent quality wood flour produced from 
kiln dried soft Southern Hardwood shavings 
and sawdust. Latest manufacturing equip- 
ment. Bulk carloads or bagged. 











Carlton Smith 


Lumber-Dimension 


BEARDEN, ARKANSAS 














place, including the listing of new 
mills and the changing of old mills 


from one location to another; 
others have increased their produc- 
tion facilities and capacities. Copies 
of the book are available for $25.10 
from the J. C. West Lumber Serv- 
ice corporation, 414 Walnut street, 
Cincinnati 2, Ohio. 


High-Lift Tiering Unit 

The new Transtacker is said to 
do the work of a fork lift or high- 
lift platform truck where weight, 
size, speed or cost make the larger 





Gillies Bros. & Co. Ltd. 


' BRAESIDE, ONTARIO, CANADA 

Mfrs. of PINUS 
+ sl WHITE PINE smeoen 
Air-Seasoned ®© Water-Cured 


For 104 years, 1842-1946. Capacity 30 million ft. 
annually, 
Members N. W. L. D. Assn. 
DRY STOCK—ROUGH or DRESSED. Prompt Shipment 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F ! R CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 











units impractical. One man with 
the new unit can tier the skid plat- 
forms with finger-tip control. The 
unit is designed in four models for 
all types of pallets and skid plat- 
forms. There is a platform model 
for skid loads; open-face pallet 














PARAFFINE "WAX” OIL | 


A High Paraffine Content Oil 


for Oiling Flooring and Blocks 





for Protection Against Weathering and End Checking 





for Lubrication Work 





for Finishing Operations 





for Coating Concrete Forms & Pallets 





for Wood Preservation 





Immediately available in any quantities 








Lower cost than ordinary neutral Paraffine Oils 


KALAMAZOO PARAFFINE COMPANY 
1809-21 Reed St., Kalamazoo 24, Michigan 


Supplied in drums and tank cars 














SILVER LAKE SASH CORD 


DEPENDABLE QUALITY 


=n 


SILVER LAKE 


SOUS BRAIDED 


SASH CORD 


PACKED IN CARTONS 





a eel 


LOWER PRICED GRADES: EDDYSTONE-PELHAM-NUCORD - BENGAL 


SILVER LAKE CO. 


MILLS-CHATTAHOOCHEE, GA. SALES--99 CHAUNCY ST., BOSTON 
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model; straddle type pallet model 
for single or double-face or single. 
face pallets. For further informa- 
tion write Automatic Transporta- 
tion company, 149 W. 87th street, 
Chicago 20, Il. 


Masonry Waterproof Coating 
A masonry’ waterproof paint 
composed of finely ground _inor- 
ganic powders, Kay-Tite comes in 
gray or white. It is intended for 
use on masonry surfaces only, in- 


side or outside, below or above 
grade. It is said to waterproof 
cellars, cement and cinder block 


walls, brick walls and piers, retain- 
ing walls, stucco surfaces, pools, 
silos, cisterns, pump and boiler pits, 
unglazed tile and rough masonry 
provided these surfaces have not 
been previously coated with linseed 
oil paint, tar products, fish oil or 
paraffine. If such coatings are pres- 
ent, it is suggested they be removed 
with suitable solvents, which in 
turn are removed with clear water, 
Kay-Tite waterproofs by sealing 
the pores of the concrete, and the 
surface may be kept clean by wash- 
ing and may also be painted over. 
For literature outlining all the uses 
of Kay-Tite and correct treatment 
and application write Kay-Tite 
company, 10 White street, West 
Orange, New Jersey. 


Stabilized Concrete Aggregate 

Zonolite stabilized concrete ag- 
gregate is said to be chemically 
treated under scientific plant con- 
trol to insure an insulating concrete 
of high yield, resistance to segre- 
gation and uniform strength and 
insulation value. Primarily an in- 
sulating material, it need only be 
mixed with the proper proportion 
of portland cement and _ enough 
water to make a placeable mixture. 
Eliminating the use of liquid Ad- 
mix, it means one product to han- 
dle instead of two. For further 
information about this new product 
write Western Mineral Products 
company, 1720 Madison street, 
N. E., Minneapolis, Minn. 


Materials Handling Bulletin 

Designed especially for distribu- 
tion to lumber and building mate- 
rial dealers, a new two-color bulle- 
tin has been issued _ illustrating 
methods of handling materials with 
conveyor equipment. The bulletin 
treats on various pieces of equip- 
ment particularly adapted to han- 
dling materials in building material 
warehouses and lumber yards. 
Shown are pieces of plate glass, 
long pieces of lumber going around 
curves, and roofing materials being 
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Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Must 
Standard Specialties 








28 E. Jackson Blvd., Chicago 4, all. 








Manufacturers 


PINE & POPLAR 
LUMBER 


Members 
Ss. P. 1. B. 


LA GRANGE, GA. 








Since 1922 
THE DAD & LAD & 
MANUFACTURERS 


Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


Factory and Executive Offices 
NEW LENOX, ILLINOIS 








WHITE PINE ldaho--Ponderosa— 
California White 
Also and Sugar Pine 


Fir Wallboard Wont Coast Products 
William Schuette Company 


New York 
Office—41 East 42d St. 


PITTSBURGH, PA. 














JAMES W. SEWALL CO. 
CONSULTING FORESTERS 


MAIN OFFICE: 
Town, Maine 


Established 1910 


PHILLIPS & BENNER 
Ruttan Block 


Port Arthur, Ontario 





Smart Managers Use It! 





Be a systematic money-mak- 
ing manager. With this 
MANAGERIAL FILE you 


can keep at your finger tips 
the details of all pending 
matters—performance of every 
department of your business— 
costs, output, profit. Double- 
locked for privacy—Send for 
FREE Circular. 








Northwest Metal Prods. Co. 
_1337 E. Mason, Green Bay, Wis. 





Hardwood Inspector Wanted 


One familiar with Northern Hardwoods 
for hardwood distribution yard. Steady, 
competent, experienced and understand- 
ing thoroughly NHLA rules. Write 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 











Loose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicago 45, Ill.. 








ee 
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unloaded. Specifications for all 
equipment are listed. Copies of the 
folder Form No. L-15 may be ob- 
tained from the Rapids-Standard 
company, Inc., Dept. LB-26, 308 
Peoples National Bank building, 
Grand Rapids 2, Mich. 


No-Slam Door Check 


A new door check which is 
claimed to prevent slamming and 
noise, and to require easy installa- 
tion without springs, is being placed 
on the market. It is constructed 





of rust-proof aluminum alloy and 
is adaptable to screen and storm 
doors and light doors. When door 
strikes the rubber buffer, the piston 
is forced up into the cylinder, push- 
ing the air through a vent in the 
top. Vent is said to be easy to ad- 
just, to obtain the desired control 
which will prevent door bounce. 
The check can be moved from one 
door to another. For further in- 
formation about this product, which 
is available for immediate delivery, 
write No-Slam Door Check com- 
pany, 217 W. Archer street, Tulsa 
3, Okla. 


Plastic-Faced Plywood 


How to work with plastic-faced 
plywood, what can actually be ex- 
pected of it, and its limitations, is 
the idea behind a folder just issued. 
It describes the best methods of 
sawing, gluing, painting, etc., gives 
the names of recommended resin 
glues and the makers and kinds of 
paint for surfaces, both interior 
and exterior, and covers edge seal- 
ing and refinishing. For a copy of 
this booklet write Buffelen Lumber 
and Manufacturing company, Ta- 
coma 1, Wash.; Washington Ve- 
neer company, Olympia, Wash.; or 
the Wheeler, Osgood company, Ta- 
coma 1, Wash. 











PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars 4/4 & thicker, but 
mostly 4/4’’ Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow, Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating, etc., grades also. KD or AD, 
Rough or surfaced. Can use RW&L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 











ALTFORNIA 


SUGAR & WESTERN 
= PINE AGENCY 


AERY 
), CALIFORNIA 


y u GA R Pattern Lumber 


Selects and 


Shop 


PINE 


California Ponderosa Pine 
Mouldings and Cut Stock 





LUMBER WANTED 


Manufacturer of Prefabri- 
cated Houses in Philadelphia 
area will pay CASH for any 
volume of lumber — cut to 
size, or random sizes, green 
or seasoned. Can use 100,000 
ft. daily. Buying large quan- 
tities of Frames, Sash and 


Doors. Write to 


Century Prefabricating Corp. 


Box 43 Haddon Heights, N. J. 














; Low Cost 
Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. . 

Positive protection against Rot, Fungi,.: 
Termites, Excess Moisture, etc. : 

Formulations to meet all official specifica- 







tions. 
A profitable retail item for Lumber Yards. 












Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 


MEMPHIS, TENN. 





Ww LUMBER that is “engineered” for 
greater beauty, size, strength, 
lightness, weather-and-wear resis- 
tance characteristics, 


Ad 


*WOOD 


FROM THE FORESTS OF THE WORLD -Fir, Pine, 
Gum, Birch and Figured Woods. Waterproof and technical 


ji] [3 plywood a specialty. Write for’ Teleply Ticker” Warehouse Stock List today. 


AETNA PLYWOOD & VENEER, 1732 ELSTON AVE. ® CHICAGO 22, ILL 





F'rom 
Soft Textured 
Klamath Basin 
Timber 


IVORY PINE 


All that the name implies 


Quality lumber from modern mill 
and kilns. Manned by an effi- 
cient organization—small enough 
to give your orders INDIVIDUAL 
attention—large enough to serve 
ALL your needs. Member West- 
ern Pine Association. 


me | Rough & Oressed ba 


MACHINERY COMPANY SHREVEPORT, LOUISIANA 





PLANER AND 
JOINTER KNIVES 


—-— — also high speed knives and 
molding cutters for the woodwork- 
ing industry. Western Agents: 


TAYLOR-STILES & CO. , Hat's brow 


W. W. Machine Co. 
RIEGELSVILLE, NEW JERSEY ",. °° 


YY, 





a’ 





KNIGHT SAW MILLS 


All lron & Steel Construction 
DOGS, SET WORKS, EDGERS 
Manufactured by 
THE KENT MACHINE COMPANY 
117 Portage St. Cuyahoga Falls, 0. 








RUSSELL & PUGH LUMBER CO. 


SPRINGSTON, IDAHO I 


} Idaho White Pine § Ponderosa Pine 
Douglas Fir White Fir Cedar * 














Are Easy to Sell 
Record wartime farm production makes 
additional farm buildings essential. Right 
now, farmers are excellent prospects for 
granaries and other farm buildings. Dierks’ 
big 68-page book, ‘‘Modern Farm Build- 
ings,’’ contains 41 plans, ready to sell. Mail 
the coupon today for your sample copy. 


Lumber & Coal Company Ni ' </ 
Dierks Building Kansas City,Mo. F/ iy Ai ‘ | 
pees ee ces ES SS GE NS ee ee ee | te | 


Jenclose 10c for my sample copy of “Modern Farm Buildings.” 
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American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 
Best and cheapest helper for 
loading and unloading lumber. 
Often pays for itself in one lum- 


ber shipment. Adjustable to fit Can be furnished with wood or steel 
openings 5 to 6 ft. wide: double beam. “American’’ Logging Tools 
extension roller for door 5 to 8 and Appliances best on the market. 
ft. wide. Write for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 
SCRIBNER'S LUMBER AND LOG BOOK 


Indispensable for lumber merchants, sawmill men, etc., 190 pages, vest 
pocket size, giving tables on scantling and plank measure, round timber 
reduced to square timber and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other valuable information. 
Over 2,500,000 copies sold. 

50 CENTS POSTPAID 


American Lumberman, 139 N. Clark St., Chicago 2 

















SPECIALIZING 


in protection for the Lumber Industry 
* * 


Substantial dividend savings have been re- 
turned to policyholders each year. 


Lumbermens 


MUTUAL CASUALTY COMPANY 


James S. Kemper, Chairman 
Mutual Insurance Building 


Chicago 40 U. S. A. 








— 





August 3, 1946, AMERICAN LUMBERMAN 





















nla ai aa 





i 
i 
Ee 
; Lumber Industry Is Again 
in Grip of Price Control 
Despite vigorous protests from all segments of the 


| 


qi industry, price control was again restored over lumber 
: under a revised OPA bill. 
Manufacturers waged a determined fight to permit 
i 90 percent of producers to recover their costs of 
i production. However, the McClellan amendment was 
thoroughly emasculated in conference committee after 
approval by the Senate. 

Instead of allowing the entire industry to break 
even on costs of production, the new bill allows only 


Ware mt et oUt pa 


90 percent of softwood production to recover costs. 
LS j The original bill required current market prices of 
ion stumpage be used in figuring costs. In conference the 
RS ; stumpage requirement was eliminated. 


One immediate result of restored price control will 
be a flood of new maximum price orders covering 





ANY t many building materials including lumber and cement. 

, O. 

— &F INDUSTRY HELD CONFIDENCE 

ler b Surveys throughout the country disclosed little evi- 
fe dence of profiteering or gouging in the three-week 


period while controls were off. Although there were 
reports of eager buyers offering premiums of five 





ae a and ten dollars above ceiling for prompt shipments, 
— 4 the industry in general held the confidence of the 
Tools 3 country by maintaining prices at OPA levels or lower. 
narket. = Lumber production for May was 3,073,575,000 board 
a feet, the highest since August, 1944, the Civilian Pro- 
lich. ) duction Administration reported. It was the first 
aes j time in nearly two years that the monthly output had 
OK ) exceeded three billion board feet. 

_— @ West Coast lumber production increased 2,500,000 
me by 5 feet per week in June over May, averaging slightly 


more than 124 million feet weekly. Weekly orders for 
Douglas fir, West Coast hemlock and other West Coast 
go 2 : species averaged 114 million feet, a drop of approxi- 
ee mately five million feet per week compared with May. 

Shipments showed a slight decrease in June, aver- 
aging 122,500,000 feet per week. Unfilled orders in 
the Douglas fir region declined about 40 million feet 
weekly during June, but were still nearly twice as 
high as unshipped orders in normal times. 
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Current Statistics on 
Output and Distribution 


- Lumber shipments of 407 mills reporting to the 
Y 4 National Lumber Trade Barometer were 7.5 percent 

4 below production for the week ending July 13, 1946. 

: in the same week new orders of these mills were 1.5 
percent above production. Unfilled order files of the 
reporting mills amounted to 84 percent of stocks. 
For reporting softwood mills, unfilled orders are equiv- 


pe saly ofa ae 


ss Bi 


ee on 
bo biid 











AMERICAN LUMBERMAN, August 3, 1946 








SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 








Logged in 1936-1937 


HARDWOODS e WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 
Air-dried QUALITY LUMBER Kiln-dried 
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Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 











230 EAST F STREET 





A Name That 
Stands for Quality 
in Plywood 


Soundbilt, as the 
name implies, is a 
w e1l- manufactured, 
quality-produced ply- 
wood. It comes from 
fine, old-growth logs. 
It is made in a mod- 
ern plant. Soundbilt 
is a name you'll be 
hearing more about 
as things get back to 
normal—so that more 
Soundbilt can be 
made available. 


TACOMA 2. WASHINGTON 


Lie 








LUMBER MARKET 


alent to 29 days’ production at the current rate and 
gross stocks are equivalent to 33 days’ production, 
For the year-to-date, shipments of reporting identical 
mills exceeded production by 4.5 percent; orders by 
3.5 percent. Compared to the average corresponding 
week of 1935-1939, production of reporting mills was 
15.2 percent below; shipments were 15.3 percent be- 
low; orders were 10.2 percent below. 


Western Pine 


Ninety-eight mills reporting to the Western Pine 
association for the week ending July 20, 1946 cut 
73,761,000 feet. The same week a year ago the cut 
was 71,501,000 feet. Shipments were 60,229,000 feet 
or 18.3 percent below production. Unfilled orders 
on hand for the week ending July 20 totaled 241,537,- 
000 feet and gross stocks stood at 594,754,000 feet. 


Southern Pine 


Production of Southern Pine by the 111 mills re- 
porting to the Southern Pine association for the week 
ending July 20, 1946 totaled 15,664,000 feet. This was 
12.08 percent below the three-year average for the 
same mills. Shipments for the week of July 20 to- 
taled 15,713,000 feet or 0.31 percent above production 
for the week. Orders placed during the week totaled 
14,235,000 feet or 9.12 percent below production for 
the week. 


Northern Pine 


Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ associa- 
tion totaled 1,065,000 feet for the week ending July 
20, 1946. The same week a year ago the cut was 
1,540,000 feet. Shipments during the current week 
were 970,000 feet and new business booked totaled 
1,425,000 feet. Unfilled orders stood at 6,165,000 feet 
and gross stocks were 29,925,000 feet. 


In the Market Centers 


SEATTLE—Lumber prices advanced $10 to $15 per 
M between expiration of OPA and its restoration. 
No. 1 5X shingles shot up from five dollars to eight 
dollars a square. Despite higher prices and increased 
production, retail supply situation seemingly no better. 


TACOMA—Production steady and heavy.  Sales- 
men report retail yards have small amounts of ‘{loor- 
ing heretofore impossible to get. More 2x4s avail- 
able but all top grade items scarce. Cement )locks 
used increasingly for commercial and residentia! con- 
struction. 


MINNEAPOLIS—Strike of 16 Twin City millwork 
plants has held up many homes in this area. Dealers 
holding price line, but lumber supply remains critical. 

MEMPHIS—Mid-South enjoying greatest building 
boom in history. Quantities of pine, mostly from 
peckerwood mills, being hawked about by the truck- 
load. Mostly irregular, little of it dry. 
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Promotions and Appointments 


J. P. JOHNSON JR., a member of 
the Chicago technical department 
of the American Lumber and Treat- 
ing company prior to being called 
to active duty by the army in 1941, 
has been assigned to the company’s 
Washington office, after nearly five 
years of military service. 


O. K. STOOKESBERRY, formerly 
manager of the Keefner-Melvin 
Lumber and Concrete company, Des 
Moines, has been appointed coordi- 
nator of the new Home Building 
Management course at the School 
of Commerce, University of Den- 
ver. 


HARRY H. PURVIS, newly ap- 
pointed general manager of Chico- 
pee Manufacturing corporation’s 
new Lumite plant, Cornelia, Ga., 
announces the names of five mem- 
bers of his executive staff. They 
are J. L. HALL, plant manager; 
CHARLES RUDOLPH, head of re- 
search; W. T. TORGESON, HILLARY 
MCALLISTER and RANZIE TAYLOR. 


Appointments of PHILIP E. 
SARTH as general manager and 
RICHARD G. EDWARDS as general 
sales manager of P. & F. Corbin, 
New Britain, Conn., have been an- 
nounced. 


HAROLD S. HOOVER has_ been 
named director of public relations 


for the Upson company, Lockport, 
™ 3. 


John M. Richards, West 
Coast Lumberman, Dies 


John Morgan Richards, 74, 
founder and president of the Rich- 
ards-Goettel Lumber company, Spo- 
kane, died July 24, 

Mr. Richards started in the lum- 
ber business in 1888, working in 
Wisconsin. During the following 
years he worked for the Shevlin- 
Carpenter Clarke company, Cass 
Lake, Minn.; Bemidji Lumber com- 
pany, Bemidji, Minn.; became man- 
ager of the Inland Empire White 
Pine Manufacturers agency which 
became the Weyerhaeuser Sales 
company. In 1918 he established 
the John M. Richards company, and 
In 1928 he and A. H. Goettel 





Wil MEWS 


formed the Richards-Goettel Lum- 
ber company. His son, John §S. 
Richards, operates and manages the 
Atlas Tie company which Mr. Rich- 
ards purchased in 1919. 
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CLARENCE W. HAPP, Evanston, Ill., who wos 

recently placed on inactive status following 

43 months of active duty in the Army Air 

corps, has assumed the office of president of 

the White Star Lumber company, Chicago, 

which has been in the wholesale lumber 
business since 1901. 





M. I. Bradner, Western 
Forest Director, Dies 

Melvin I. Bradner, 51, director 
of the Northern Rocky Mountain 
Forest and Range Experiment sta- 
tion, died July 3, in Missoula, Mont. 
Since 1916 he had been doing for- 
estry work, in 1936 being named as- 
sociate director of the experiment 
station and director in 1939. His 
greatest contributions were in the 
field of forest utilization. Mr. Brad- 
ner was a senior member of the 
Society of American Foresters. 


Patrick T. Board, West 
Virginia Lumberman, Dies 

Patrick T. Board, 71, lumberman 
and contractor of Charleston, W. 
Va., died July 19. 

Actively engaged in the lumber 
and contracting business in Charles- 
ton since 1901, he served as presi- 
dent of the Board and Duffield com- 
pany, the Board-Haley company 
and the Board Lumber company 
successively. At one time he served 
as city manager of Charleston. 
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Twin Cities Hoo-Hoo Club 
Plans Picnic, Golf Party 

Preparations are under way for 
the annual lumbermen’s picnic and 
golf party sponsored by the Twin 
Cities Hoo-Hoo club, to be held at 
the Minnesota Valley Golf club and 
the Minneapolis Automobile club 
Aug. 15. Lumbermen from the en- 
tire region are invited. 


Atom Bomb Used to Open 
Huge Garage-Type Doors 


The assignment to build the mas- 
sive doors that opened to permit 
movies and stills to be taken of the 
atom bomb test at Bikini, June 30, 
and closed to protect the film from 
radioactivity, was given to the 
Clark Door company, Newark. 

Weighing about two tons each, 
the doors were on the boxes which 
housed the cameras atop steel tow- 
ers in the Bikini atoll. A photo- 
electric cell was set to open the 
doors at the bomb-flash. 

Asked whether he thought the 
atomic energy method of operating 
doors would have any effect on in- 
dustrial or residential doors, Henry 
B. Clark, president of the company, 
said the same principle had been 
employed for automatic operation 
for many years. 


Companies Announce 


The Exchange Sawmills Sales 
company announces that effective 
August 1, the company will operate 
as a wholesaler handling lumber 
and timber products from the West 
and South. 

Officers of the company are R. B. 
White, president and general man- 
ager; Frank R. Watkins, vice presi- 
dent and secretary, and V. W. 
Trowbridge, treasurer. Offices will 
be continued in the R. A. Long 
building, Kansas City, Mo. 


A continued policy of maintain- 
ing OPA-level prices and a mid- 
year sharing by employees in com- 
pany profits have been announced 
by the Andersen corporation, Bay- 
port, Minn. 


On July 10 the headquarters of 
the Midland Valley Lumber com- 
pany were moved to Baton Rouge, 
La., with P. O. Box 727. 


Under the management of Frank 
L. Ross, the Hyster company has 
opened a new plant at Danville, Ill. 


The Aluminum Company of 
America has announced plans for 
the construction of a large rolling 
mill near Davenport, Iowa, and for 
a die-casting plant at Des Plaines, 
Ill. 
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ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
BERMAN ten days prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


8c per word for one insertion. 


7c per word, per insertion, for 2 consecutive 
insertions. 


6c per word, per insertion, for 3 to 5 consecu- 
tive insertions. 


MINIMUM CHARGE $§1.60. 


Attractive discounts for 6, 13 or 26 comsecu- 
tive insertions. 


When answering “blind’’ advertisements ad- 
dress number shown care of 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








Wanted: Experienced man for accounting and 
general office work. Also, a second man fo 
accounting and collections. Permanent posi- 
tions with a good company in northern Indi- 
ana who believe in paying top salaries for 
these positions. Address A-50, American Lum- 
berman. 





Wanted—Capable Northern Hardwood lumber 
inspector. Prefer man between 30 to 45 years. 
Also experienced hardwood yard foreman 
with kiln drying knowledge. C. R. Krimm 
Lbr. Co., Williamsport, Pa. 





WANTED: Experienced salesman for retail lum- 

ber concern. Excellent Michigan location. 
Good housing arranged for, requiring quick 
decision. Unusual opportunity for promotion. 
State qualifications, age and salary desired, 
ossible furnish snapshot. Address 4A-56, 
merican Lumberman. 





Wanted—Manager for four or five portable 
circular sawmills. Must know production 
thoroughly, how to handle men and have a 
comprehensive knowledge of hardwood 
grades. Permanent employment for a good 
man. Address A-60, American Lumberman. 


Wanted: Sawyer for new circular mill lo- 
cated in Southern Michigan. Must be sober 
and able to cut grade lumber. Address A-61, 
American Lumberman. 


HARDWOOD LUMBER INSPECTOR—Steady 
employment, good working conditions and 
wages. Michigan Yard. Give age, experience 
and reference. Address B-20, American Lum- 
berman. 











Experienced retail yard manager under 45 
years age with good record of success. Yard 
volume approximately $250,000.00. Salary 
$300.00 mo. Washington State location—grow- 
ing community with bright future. Address 
B-38, American Lumberman. 





Wanted: Man with lumber yard experience to 
supervise ail yard activities including the 
help. Must be a good planner of deliveries 
and work and be able to handle a maximum 
of six employees. Must be sober and steady 
workman able to furnish references. Address 
B-37, American Lumberman. 
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HELP WANTED 


SITUATIONS WANTED 











Excellent opportunity for an aggressive young 
man capable of assuming responsibilities in 
management of sawmill in central hardwood 
area. Should have knowledge bandmill op- 
eration and equipment installation. Please 
give full details and references in reply. Ad- 
dress A-36, American Lumberman. 


Manager or Sales Manager 
Twenty years retail lumber and millwork ex. 
perience—fifteen with one company handling 
big volume. Able buyer. Would travel oc. 
casionally. Offer high-grade concern excel- 
lent opportunity. Prompt acceptance. Address 
B-27, erican Lumberman. 





Millwork—Biller and Detailer 

Man with wide experience on special mill- 
work from architects plan. Must be able to 
take measurements on job and lay out high 
class cabinet and millwork, making workable 
shop drawings and billing into the shop. Give 
experience in detail, salary and any other 
information that will help us in judging your 
ability. HARRIS BROTHERS COMPANY, 1349- 
1451 West 35th St., Chicago 9, III. 


SALES MANAGER 

Progressive lumber company in Rocky Moun- 
tain city, doing selling or remodeling, reroof- 
ing. and painting to consumer, as well as 
selling to general contractors. Now employ- 
ing three salesmen, want sales manager who 
understands construction and costs, and with 
general ability to handle at least double this 
sales force. Good salary and liberal com- 
mission to man who can actually qualify. 
None others need apply. Address B-34, Amer- 
ican Lumberman. 








Wanted: Purchasing Agent for large whole- 
sale millwork and plywood company in east. 
Must be thoroughly experienced in millwork 
and acquainted with producers. State age, 
training, experience and salary desired. Ad- 
dress B-33, American Lumberman. 


Detailer and Biller capable of making shop 
drawings and quantity surveys of architec- 
tural woodwork from Architects plans. State 
experience and give full information. Fort 
Wayne Builders’ Supply Company, Ft. Wayne 
4, Indiana. 








Salesman 
Salesman part or full time on favorable com- 
mission basis in Missouri and Kansas to sell 
the most complete line of Window Devices on 
the market today including Weatherstrips, 
Window Balances, Double Glazing, Roll- 
screens, etc. 
Possible earnings are large and these prod- 
ucts are now sold on a Nationwide scale. 
Write giving full information about yourself, 
availability, etc. 
WINDOW DEVICES SALES COMPANY, 1700 
Brooklyn, Kansas City, Missouri. 





Yard manager wanted for country yard lo- 
cated about 50 miles from Chicago. Replies 
will be held in strict confidence. Address 
B-28. American Lumberman. 


EXPERIENCED BOOKKEEPER WANTED in 
Northern Michigan town. Knowledge of logs 
and lumber preferred but not necessary. 
Good wages. Address B-23, American Lum- 
berman. 


SITUATIONS WANTED 


Millwork Estimator, can list plans, figure in- 
voices, fifteen years’ experience Sash and 
Door Industry. C. E. Appelby, 2159 S. Seneca, 
Wichita, Kansas. 


OPPORTUNITY 

To strengthen your organization. Available 
for position as assistant manager, department 
head, purchasing agent, or other responsible 
executive position with progressive build- 
ing material concern engaged in manu- 
facturing, jobbing or retailing. Twenty years 
experience as estimator, draftsman, account- 
ant, and purchasing agent in millwork and 
other building materials. Aggressive and 
cooperative personality. Address A-62, 
American Lumberman. 


SALESMAN: Qualified by education, experi- 
ence and background for position of respon- 
sibility. Experienced all building products. 
Prefer manufacturer or jobber Washington or 
Idaho. Address A-68 American Lumberman. 























Wanted Position as Manager 
Recently discharged veteran, 35 years, mar- 
ried, 17 years exverience in retail yard. Avail- 
able at once. Can furnish references from 
former employers. Northern or Central Illinois 
preferred. Address B-35, American Lumber- 
man. 





Lumberman—Selling, purchasing and Account- 
ing experience desires invest capital and 
services in mill retail outlet, small mill or 
remanufacturing operation. Address’. B-32, 


American Lumberman. 





Want position as manager of millwork manu- 
facturing and jobbing business. Also have 
lumber experience. Write B-21, American 
Lumberman. 








USED MACHINERY WANTED _ 





WANTED 


Band Resaws — Chain Feed Straight 

Line Gang and Rip Saws — Planers 

Matchers — Molders — and all other 
kinds of woodworking machinery. 


Keystone Machinery Company 
924 — 4th Ave., Pittsburgh Pa. 





WANTED TO BUY: Used End Matcher for 
flooring. Address Luedtke Bros., 2145 Scudder 
St., St. Paul, Minnesota. 


WANTED: 6” or 8’’ moulder, band resaw, four 
side planer and power feed rip saw. Niagara 
Lumber Co., 130 Albany St., S.W. Grand Rap- 
ids, Michigan. 


WANTED: Segment Veneer Saws suitable for 
sawing Hardwood at Adirondack, New York 
State Mill. WAYNE LUMBER CO., 308 Green- 
point Ave., Brooklyn 22, N. Y. 


Wanted: Planing Mill in good condition that 
will handle about 10,000 feet lumber per day. 
Bill Robinson, Glorietta, New Mexico. 


USED MACHINERY WANTED | 
1 D6 Caterpillar Tractor (for logging) or 
equivalent. ; 
1 D4 Caterpillar Tractor (for logging) or 
equivalent. 
Address B-30, American Lumberman. 
BUSINESSES WANTED 




















Wanted to Buy: Two discharged Naval Offi- 
cers wish to purchase lumber yard in town 
of 10,000 or r-~~ Preference Mid-West. Ad- 
dress B-24, American Lumberman. 





Wanted new or used complete sawmill outfit 
preferably Frick “‘O’’ Edger, Cut off saw, 
Roller Benches. Good condition essential. 
Please write or wire B. A. Farrow, Babcock- 
Fielder Lumber Company, Colquitt, Georgia, 
giving full details regarding price, age and 
condition of mill and location. 


~ BUSINESS OPPORTUNITIES — 


INVESTMENT OPPORTUNITY 

To separate estctes, and account tax status 
of owners wo lc sell very sound, profitable, 
Three Band Saw Mill operation, with about 
23.000 Acres timberland and standing timber, 
together with over 6,000,000 feet manufactured 
Lumber. Some of the finest RED CYPRESS in 
United States. This is one of the best oper- 
ations in Sout! :ast—advantageously located 
—now in operation. Address X-49 American 
Lumberman. 














Reliable small mill operator seeks long term 
contract for cutting special dimension stock 
8 feet or shorter from northern hardwoods and 
softwoods. Address P-43, American Lumber- 
man. 





Wholesale, retail and manufacturing organi- 
zation over 100 years in business would like 
to contact owners of lumber manufacturing 
plant with several years timber supply who 
would be interested in selling part or all of 
holdings. Our object is to control lumber 
supply. We handle all species and are lo- 
cated in Middle West. Can finance one rée- 
spectable operation or several smaller ones. 
Give brief description: we will examine prop: 
erty if in our opinion it meets our needs and 
price is fair. Address X-50 American Lumber- 
man. 


———— 





LUMBER MANUFACTURERS 

Of Yellow Pine, White Pine, Fir and Hem- 
lock. Our companies are wholesalers of na- 
tionally known building material lines. We 
own and operate three large warehouses and 
travel 7 men in Southern Michigan, Northern 
Indiana and Northwest Ohio. We are inter- 
ested in representing good manufacturers of 
lumber on either a commission or wholesale 
distributors basis, preferably wholesale dis- 
tributor. We can produce large volume, am 
we are the type of firm that you will want 
following the present emergency. We are 
in a position to finance and handle sizable 
inventories and shipments. If interested please 
write Box A-65, American Lumberman. 


August 3, 1946, AMERICAN LUMBERMAN 








